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ABSTRACT  
 
South Africa’s economy is in a phase of transformation. As part of this process, the 
South African government has identified the development of economic activities 
amongst previously disadvantaged black communities. However, this noble intent is 
challenged by a lack of entrepreneurial skills, which are seen as important elements in 
the economic development effort and necessary to achieve transformation goals and 
objectives (Smith, 2004). 
 
Since the apartheid era, South Africa has seen the emergence of two distinct economic 
sectors:  a first world economy, consisting mostly of white owned and formal 
businesses, and a third world economy, consisting of mostly black owned and informal 
businesses. Economic activities of emerging entrepreneurs have been restricted to 
mostly the black townships and rural areas, whereas first world entrepreneurs have 
been actively involved in mainstream economic activities. 
 
The separation of emerging and first world entrepreneurs has resulted in a wide gap in 
entrepreneurial and technical skills and knowledge between the two. This imbalance 
has maintained a situation in which the minority of the population controls more than 80 
per cent of the wealth of the country. Upon gaining independence in 1994, the new 
South African government embarked on the Reconstruction and Development 
Programme (RDP) to redress the imbalances of the past (GEM, 2001; GEM, 2002). The 
government has since also adopted the Growth Employment and Redistribution (GEAR) 
macroeconomic strategy to grow the economy, create employment and redistribute 
wealth. 
 
To accelerate the implementation of GEAR, the government has passed a number of 
Acts, namely: The National Small Business Promotion Act (102/1996), Skills 
Development Act (97/1998), Affirmative Procurement Act (5/2000), Mineral and 
Petroleum Resources Act (28/2002) and, most recently, the Mining Charter (2003), 
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Petroleum Charter (2003), Financial services Charter (2003), and the Information 
Communications Technology (ICT) Charter (2004).  
 
Small business has been seen by government as a vehicle to create employment, 
promote economic growth and redistribute wealth; as such the promotion of 
entrepreneurship has been identified as a critical aspect of GEAR. However, despite 
supportive legislation and programmes, South Africa’s entrepreneurship rating remains 
below average, as evidenced by the findings of the Global Entrepreneurial Monitor 
reports (GEM, 2001; GEM, 2002). The wide gap in skills and knowledge between 
emerging and first world entrepreneurs in South Africa is a contributing factor to the 
country’s poor rating – and it is expected to widen as the new knowledge economy 
unfolds, if corrective measures are not taken by the government or private sector. 
 
Approach/Methodology - Five entrepreneurial skills were identified as essential for 
success, then researched and evaluated: 
• financial management 
• marketing and sales 
• communication 
• self-motivation 
• time management 
 
A data collection instrument was developed and used to gather information from 51 
black entrepreneurs in the Western Cape. The purpose of this exercise was to 
determine the extent to which the listed skills are essential elements of entrepreneurial 
success. Literature research was also conducted to understand these success factors.  
 
Implications -  It was discovered that although entrepreneurs ought to develop creative 
thinking and problem-solving skills, be accountable for their actions, be able to cope 
with the changes in the environment and to use the entrepreneurial skills discussed 
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above to their advantage, they still face difficulties at start-up and are thus unable drive 
their own businesses.  
This paper reinforces the importance of entrepreneurial skills for government’s growth 
and development strategy, and highlights a new set of skills that can be established in 
order for the existing workforce to be competitive and to cope with the changing 
business structures and systems.  These changes challenge the skill requirements for 
emerging black entrepreneurs and support the findings presented in this study. 
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CHAPTER 1 
  
1. BACKGROUND AND RATIONALE 
 
According to the Global Entrepreneurship Monitor (GEM, 2002: 14), two camps of 
entrepreneurs can be distinctly identified in South Africa, namely: opportunity driven 
entrepreneurs (first world) and necessity driven entrepreneurs (emerging). The lack 
of education and training amongst emerging entrepreneurs has been stated as a 
major reason for the gap in skills between the two camps of entrepreneurs (GEM, 
2001: 14). As the new knowledge economy unfolds, the gap in skills and knowledge 
between the rich and the poor is widening (Houghton & Sheehan, 2001: 15). This 
observation simultaneously applies to South African entrepreneurs, for whom the 
gap in skills and knowledge is widening too. 
 
This study aims, firstly, to evaluate the entrepreneurial skills needed for the 
successful development of emerging black entrepreneurs and, secondly, to make 
recommendations for improving the skills and knowledge of emerging entrepreneurs 
and reducing the gap between the two camps. It also aims, by extension, to 
contribute to economic transformation.  
 
South Africa is immersed in a profound change process, defined by the need to 
rebuild the foundations of international competitiveness while simultaneously 
providing real and immediate improvements in the living standards of all citizens. In 
the context of the country’s economic and political transformation and as noted 
earlier, Broad-Based Black Economic Empowerment (B-BBEE) is seen as one of the 
key “drivers” for job growth and wealth creation (Western Cape Provincial Economic 
Review & Outlook 2005). B-BBEE is now seen as one of the thrusts to stimulate the 
development of economic activities and reverse the past system of economic 
exclusivity.  While this is a national initiative, this study looks at the impact of this 
process on skills for emerging black entrepreneurs in the Western Cape.  
 
The Western Cape regional economy has a number of unique structural trends, 
giving rise to a dynamic process with its own changes and challenges. Compared to 
the economies of South Africa’s other regions, such as Gauteng, Mpumalanga, 
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Eastern Cape, Northwest and Limpopo, the Western Cape economy is broad-based 
with a multitude of sub-sectors or niches, many of which are growing well or have the 
potential to expand. The Western Cape boasts vibrant tourism and agriculture 
sectors, which together generate over 20% of its GDP (GEM, 2002:14). A salient 
feature of the Western Cape economy is the rapidly growing niche manufacturing 
and services industries, not always portrayed in the conventional national accounts 
statistics. Other sectors, such as construction and the government sectors are also 
important contributors to GDP. The largest employers in the region are the 
government, internal trade & catering, manufacturing, agriculture and ‘other 
producers’ (mainly domestic employment). These sectors, combined, account for 
more than 75 per cent of the total regional employment opportunities (Western Cape 
Provincial Economic Review & Outlook 2005). 
 
The Western Cape government is committed to building a better life for all people 
living in the province and to ensuring continuous social and economic development. 
Policies have been developed in the context of the provincial government’s 
economic growth and development strategy: 
 supporting entrepreneurship and innovation 
 improving job creation, raising the quality of basic services to the poorest 
citizens, and promoting the development of sectors which are able to absorb 
more low-skilled labour. 
 
The importance of entrepreneurial skills is once again highlighted within the formal 
development strategy. To sustain the current economic momentum and develop new 
economic anchors, the existing workforce will need new skills to cope with the 
changing business structures and systems ((GEM, 2002:16). These changes 
challenge the skill requirements for emerging black entrepreneurs and provide a 
sound motivation and rationale for this evaluation. 
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1.1. PROBLEM STATEMENT 
 
The widening gap in skills and knowledge between emerging and first world 
entrepreneurs will become a major problem in the future, if corrective measures are 
not taken to address the issue now. The problem needs to be addressed by policy 
makers in South Africa in order for the country to become competitive and to ensure 
the equitable distribution of income. This skills and knowledge gap is not a new 
phenomenon in South Africa. It emanates partly from the apartheid era (GEM, 2002: 
25) and partly as a result of the changes in government policy from a command 
economy to free enterprise, as well as the current forces of change from an industrial 
economy to a knowledge economy. What makes the problem critical is the notion 
that the gap will widen as the knowledge economy unfolds. Not much has been 
written on this problem as it is still in the making. The challenge for policy makers is 
to bring the skills and knowledge levels of emerging entrepreneurs level with first 
world entrepreneurs, and, at the same time, to introduce the rules of the new, 
knowledge economy to both emerging entrepreneurs and first world entrepreneurs. 
 
The Western Cape is experiencing growth in the number of emerging black 
entrepreneurs, but the majority of them are finding it difficult to enter the business 
world and, if they do, fail to succeed within the first three years. This is due to a 
variety of reasons, such as a lack of access to finance and, in particular, a lack of 
entrepreneurial skills 
 
This research therefore seeks to determine the skills needed for black entrepreneurs 
in the Western Cape to be successful. 
 
1.1.1 Research objectives 
 
The primary objective of this research is to determine success skills needed for 
emerging black entrepreneurs within the Western Cape.  
 
The further aim of this research is to provide practical inputs for emerging black 
entrepreneurs in the Western Cape, government officials, public policy makers and 
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governance practitioners who are involved in developing emerging black 
entrepreneurs and achieving B-BBEE objectives.   
 
1.1.2 Research questions 
 
In order to develop a research strategy to deal with and address the research 
objectives, the following investigative research questions need to be incorporated 
and addressed: 
• Why is entrepreneurial skill necessary for emerging black entrepreneurs?  
• How can emerging black entrepreneurs utilize their entrepreneurial skills to 
develop the competitive advantage the Western Cape needs to build competitive 
and sustainable businesses?  
• What entrepreneurial skills do the current black entrepreneurs have?  
• What can be done to facilitate skill development amongst emerging black 
entrepreneurs? 
• How can the results obtained from the resolution of the three sub-problems (1-3) 
above be integrated in the development of entrepreneurial skills for emerging 
black entrepreneurs in the Western Cape?  
 
 
1.2 DEMARCATION OF THE RESEARCH 
 
This research will be limited to emerging black entrepreneur in the Western Cape, 
with specific focus on entrepreneurial skill. Due to limited time and financial 
constraints, only Cape Town based entrepreneurs were selected for the study. The 
data from selected respondents was elicited using questionnaires.  .  
 
1.3 DEFINITION OF SELECTED CONCEPTS 
 
1.3.1 Entrepreneurial skills - The characteristics, skills and features needed to be a 
successful entrepreneur. 
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1.3.2 Emerging black entrepreneurs - Emerging black entrepreneurs will be 
individuals starting up business or entering the market and wanting to be successful 
in business. 
1.3.3 Black entrepreneurs in the Western Cape - The black entrepreneurs in the 
Western Cape would be Africans, Coloureds and Indians who are South African 
citizens as stipulated by the constitution of South Africa. 
 
Table 1.1. List of abbreviations 
ABBR DEFINITION/DESCRIPTION 
SMMEs Small, Medium and Micro Enterprises 
SME Small and Micro Enterprise 
B-BBEE Broad-Based Black Economic 
Empowerment 
BEE Black Economic Empowerment 
Source: Researcher’s own construction 
 
 
1.4 ASSUMPTIONS 
 
It is assumed that entrepreneurial skills are important elements of successful 
entrepreneurship. It is hoped that they could promote the success of emerging black 
entrepreneurs in the Western Cape.  
 
1.5 THE SIGNIFICANCE OF THE RESEARCH 
 
This study highlights the importance of entrepreneurial skills for emerging black 
entrepreneurs in the Western Cape. Entrepreneurial activity and new enterprise 
development are seen by governments as necessary to the development of 
economically robust regions, as they lead to employment opportunities for the youth, 
encourage innovative activities and contribute to regional economic wealth 
(Reynolds, Storey & Westhead, 1994). Entrepreneurship is regarded as a philosophy 
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that is now spearheading socio-economic development in many countries and is 
widely recognized as a major issue for both the public and private sectors of the 
South African economy (Reynolds et al, 1994). 
 
A more detailed review of the literature in chapter two of this study shows that there 
is hope for successful achievement of the objectives outlined in government’s growth 
and development strategy. The growth in the South African economy in GDP or 
value-added terms is largely due to the strong growth and contribution of tertiary 
services sectors. However, in the Western Cape, these sectors have not been 
creating jobs and their overall employment performance is much poorer than the 
national average (Western Cape Provincial Economic Review & Outlook 2005). An 
increase in the number of successful black entrepreneurs in the province could also 
contribute to the GDP figure. However, increased failure amongst emerging black 
entrepreneurs would conversely result in lower GDP and potential value-added 
economic norms would not be realized. The Western Cape needs sustainable 
growth and employment paths based on the production and utilization of useful, 
relevant and practical skills for entrepreneurial success (Western Cape Provincial 
Economic Review & Outlook 2005).  
 
Excellent entrepreneurial skills will give rise to more SMMEs, which currently 
account for 21 per cent of provincial employment. Looking at trends in the SMME 
sector, it is believed that there are between 1, 8-million and 2, 6-million actively 
trading small businesses in South Africa. Of the formal sector SMMEs, 
approximately 46 percent are located in Gauteng and 18 percent in the Western 
Cape. In 2008, it was estimated that there were around 336 000 owner-managers in 
the Western Cape who were starting up or running 189 000 businesses. Established 
businesses were in the minority (23 000), representing 12 per cent of businesses in 
the province, while 100 000 (53%) were start-ups and 67 000 (35%) were new 
businesses (Western Cape Provincial Economic Review & Outlook, 2005).  
 
The development of skills for emerging black entrepreneurs in the Western Cape will 
also help to address the exceptionally high inequality in the province and across the 
country.   
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The results of this research could lead to the development of a training course in key 
entrepreneurial skills, which would assist emerging black entrepreneurs to enter the 
business market successfully and with good business foundations.    
 
1.6 RESEARCH METHODOLOGY 
  
In an attempt to address the objectives of this research, two broad procedures will be 
followed, namely a literature study and an analysis of quantitative research. 
 
1.6.1 Literature review 
 
A literature review of books, journals, the Internet and electronic databases will be 
conducted to provide conclusions and recommendations that will assist in 
understanding the skill requirements for emerging black entrepreneurs in the 
Western Cape.  
  
1.6.2 Quantitative research 
 
 1.6.2.1 Mail survey 
A mail survey will be conducted among emerging black entrepreneurs in the Western 
Cape. The survey will be conducted among different sectors to get enough 
information for the research. The focus will be on black entrepreneurs that are 
entering the market and those are already in the market. 
 
1.6.2.2 Measuring instrument 
The researcher will develop a comprehensive questionnaire for this research project 
to determine the entrepreneurial skills for emerging black entrepreneurs in the 
Western Cape. 
1.6.2.3 Sample 
The Western Cape electronic database from Quadrem Trade World, a neural e-
commerce service provider will be used to obtain names and addresses of most 
emerging black entrepreneurs in the Western Cape. The reason for choosing Trade 
World is because they have the latest contact information on new and existing black 
companies in the Western Cape. 
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  1.7 LIMITATIONS OF THE STUDY 
 
The following aspects have been identified as limitations of this study: 
1.7.1 Limited geographical scope of study 
The study focused only on entrepreneurs in Cape Town and metropolitan areas of 
the Western Cape Province. This is a limitation in the sense that the findings of the 
study cannot be taken as a general representation of emerging entrepreneurs for the 
rest of South Africa. 
1.7.2 Limited sample size  
The study based conclusions on only the 57 entrepreneurs who responded to the 
questionnaire. This is a limitation in the sample size, as looking at a bigger group of 
entrepreneurs may have brought a different insight to the study. 
1.7.3 Limited time to conduct quantitative survey 
The lack of time and financial resources to conduct a more detailed and thorough 
quantitative empirical study can be stated as another limitation of this study. The lack 
of time is as a result of the author working full time and studying on a part time basis. 
The lack of a thorough and extensive quantitative research in this study is viewed as 
a limitation, because the quantitative research contributes to the understanding of 
the entrepreneurial process. Gartner and Birley (2002: 387) highlighted the 
importance of combined research when they state that “it will be rewarding for the 
study of the entrepreneurial process to combine the qualitative and quantitative 
approach". 
 
1.8 DEVELOPMENT OF ENTREPRENEURIAL SKILLS 
  
The results of the literature survey and empirical survey were integrated to develop 
comment on the entrepreneurial skills critical for emerging black entrepreneurs in the 
Western Cape. These skills serve as guidelines to building successful and 
sustainable businesses.  
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1.9 CHAPTER OUTLINE 
The treatise will be divided into five chapters: 
 
Chapter 1 has provided details on the rationale for the study, the objectives to be 
achieved and the research design. The chapter introduced the topic of the research 
paper, indicated what previous work has been done, what the main problem and sub 
problems are, and why they needed to be investigated.  
 
Chapter 2 will comprise of a literature study, focusing on entrepreneurship, the 
entrepreneurial process, characteristics of entrepreneurs, challenges facing 
emerging entrepreneurs and entrepreneurial skills needed by black entrepreneurs in 
the Western Cape. Entrepreneurship is a way of thinking, reasoning, and acting that 
is opportunity obsessed, holistic in approach, and leadership balanced (Timmons 
1999: 50). The entrepreneurial process provides guidelines that enable the 
entrepreneur to make informed decisions.  
 
This study will focus on five of the entrepreneurial skills needed by emerging black 
entrepreneurs within the Western Cape. These entrepreneurial skills are: 
 financial management skills 
 marketing and sales skills 
 communication skills 
 self-motivation skills 
 time management skills.  
 
Chapter 3 will render a detailed discussion of the research methodology, including 
data types, data collection methods and techniques, questionnaire design and data 
analysis. 
 
Chapter 4 will present the major findings resulting from the empirical and literature 
studies, and from the research questionnaire. 
 
Chapter 5 will summarize the study, draw conclusions and make recommendations 
based on both the literature and the case study. 
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CHAPTER 2 
LITERATURE REVIEW/THEORETICAL FRAMEWORK 
 
2.1 INTRODUCTION 
 
Chapter 2 provides the literature review and theoretical framework of the research. 
Successful entrepreneurial skills are discussed in detail. The survey of the literature 
looks, firstly, at the definitions of key concepts pertaining to entrepreneurship:  
different types of entrepreneurs, elements of the entrepreneurial process, skills, 
networks and resource requirements for opportunity identification, and the effect of 
the environment on the entrepreneurial process. 
Secondly, the literature review looks at the challenges facing emerging 
entrepreneurs, examines how emerging black entrepreneurs’ performance can be 
improved, and looks at stimuli for start-ups.  
The section closes with a discussion of the characteristics of successful 
entrepreneurs. 
 
2.2 DEFINITION OF KEY CONCEPTS 
In order to minimize ambiguity, it is important that the words and concepts used in 
the literature review are defined correctly, as words may mean different things to 
different people. 
 
2.2.1 Decision making 
 
Kreitner and Kinicki (2001: 340) defined decision making as “identifying and 
choosing solutions that lead to a desired end result”. to the need to choose a solution 
implies, first, that a problem exists and, secondly, that a choice exists. In order to 
gain an understanding of how government policies or decisions to promote 
entrepreneurship are made, it is important to gain an understanding of different 
models of decision-making. 
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2.2.2 Problem 
 
A problem has been defined as the gap between an actual and a desired situation 
(Kreitner and Kinicki, 2001: 341). The definition implies that a problem exists when 
results deviate from the plans, and that, for one to identify a problem, it is necessary 
to know the expected results. Coetzee (2003: 239) defined problems as 
circumstances or situations that an individual or a group feel should be changed, 
most of which have solutions. 
 
2.2.3 Information 
 
Information is defined as data (raw facts or observations about physical 
phenomenon or business transactions) that has been converted into a meaningful 
and useful context for specific end users (O'Brien, 1999: 46). 
 
2.2.4 Entrepreneurial skills 
 
To avoid mixing up entrepreneurial skills with management skills, it is important to 
differentiate between the two. Nieman (1993: 1) defined entrepreneurial skills as the 
skills that enhance entrepreneurial performance. He goes on to state that a skill is 
simply knowledge demonstrated by action. Entrepreneurial skills can be associated 
with the identification of opportunities whereas management skills can be associated 
with the exploration and management of the opportunity. Smit and Cronje (1997: 19) 
classified skills as conceptual, interpersonal and technical. Conceptual skills refer to 
mental ability to review the operations of an organization and its parts holistically. 
Interpersonal skills refer to the ability to work with people. Technical skills refer to the 
ability to use knowledge or the techniques of a specified discipline to attain 
objectives. In other words, a skill can be defined as the ability, aptitude, experience, 
expertise or talent to carry out a specific task or activity successfully. In the old 
industrial economy, skills such as reading and writing were important, whereas in the 
new knowledge economy, the ability to type on a keyboard and surf the Internet may 
be much more valuable than writing. In a knowledge economy, entrepreneurial skills 
are the ones that will enable entrepreneurs to identify, evaluate and explore 
opportunities (Smit et al, (1997: 19). 
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2.2.5 Tacit knowledge and skills 
 
Tacit knowledge is defined as unstated, unspoken or implicit knowledge. Houghton 
and Sheehan (2000: ll) compared tacit skills to conceptual, interpersonal and 
communication skills. They further observe the difference between tacit knowledge 
and formal knowledge by stating that tacit knowledge is gained from experience, 
whereas formal knowledge is instilled by formal education and training. The New 
Zealand Ministry of Information (New Zealand, 1999: 3) stated that in the knowledge 
economy, tacit knowledge is as important as formal, codified, structured and explicit 
knowledge. This means that training of entrepreneurs in the new economy should 
not only focus on formal skills and knowledge, but tacit skills and knowledge should 
be emphasized as well. Learning from experience should form an integral part of the 
training programmes of emerging entrepreneurs. Houghton and Sheehan (2000: ll) 
state that whereas machines replaced labour in the industrial era, information 
technology will be the locus of codified knowledge in the knowledge economy, and 
work in the knowledge economy will increasingly demand uniquely human (tacit) 
skills - such as conceptual, interpersonal management and communication skills. In 
the knowledge economy, technology and tacit skills work hand in hand, and an 
investment in technology should be complemented by an investment in skills in order 
for the technology to be utilized efficiently (Houghton and Sheehan, 2000: ll). 
 
2.2.6 Formal knowledge 
 
Formal knowledge refers to planned or structured knowledge obtained through 
formal schooling as opposed to learning from experience. This type of knowledge is 
diminishing in value in the knowledge economy, because it is becoming a common 
commodity as a result of information technology advances. The New Zealand 
Ministry of Information (New Zealand, 1999: 5) further suggests that, in a knowledge 
economy, formal education needs to focus less on passing on information and more 
on teaching entrepreneurs how to learn on their own. 
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2.2.7 Explicit knowledge 
 
Explicit knowledge is defined as knowledge that is unconcealed, obvious, plain or 
unambiguous. This type of knowledge is becoming increasingly common in the 
knowledge economy and less valuable in terms of entrepreneurship and value 
creation (Mbadi, 2001). 
 
2.2.8 Lifelong learning 
 
Lifelong learning is defined as a process through which organizations and individuals 
acquire tacit knowledge and experience through a continuous cycle of discovery, 
dissemination and the emergence of shared understandings. Such learning cannot 
take place through the formal schooling and training systems. It can only take place 
on an individual or organizational level. Furthermore, in the knowledge economy, 
successful entrepreneurs will be the ones who will give priority to lifelong learning 
(New Zealand, 1999: 5).  
 
2.2.9 Technology 
 
Burgelman, Maidique & Wheelwright (2001:4) defined technology as the combination 
of theoretical and practical knowledge, skills and artifacts that can be used to 
develop products and services as well as their production and delivery systems. 
Technology and knowledge are important in the knowledge economy as they are the 
key factors of production (New Zealand, 1999: 4). Technology can be embodied in 
people, materials, cognitive and physical processes, plant, equipment and tools. 
 
2.2.10 Technological entrepreneurship 
 
This is defined as activities that create new resource combinations to make 
innovation possible, bringing together technical and commercial worlds in a profitable 
way (Burgelman et al., 2001: 4). This type of entrepreneurship is lacking amongst 
township (emerging) entrepreneurs, given their poor educational background. 
According to the Global Entrepreneurial Monitor report on South Africa (GEM, 2002: 
36), very few township entrepreneurs use technology in their businesses compared 
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to first world entrepreneurs. This could be largely due to the lack of computer skills 
and knowledge. 
 
2.2.11 Innovation 
 
Innovation is defined by Drucker (2005: 27) as a specific instrument of 
entrepreneurship or the act that endows resources with a new capacity to create 
wealth. Drucker further stated that innovation indeed creates a resource, and that 
there is no such thing as a resource until man finds a use for something in nature 
and thus endows it with economic value. Until then, every plant is a weed and every 
mineral just another rock. From the above definition it is clear that technology plays a 
major role in the knowledge economy and determines the success or failure of 
entrepreneurs. 
 
2.2.12 Intellectual capital 
 
A firm’s intellectual capital is defined as an employee's knowledge, brainpower, 
know-how and processes as well as the employee's ability to continuously improve 
those processes (Houghton and Sheehan, 2000: 3). In a knowledge economy, 
intellectual capital is a source of competitive advantage and is much more valued 
than the physical assets of the firm. Entrepreneurs need to utilize intellectual capital 
in order to gain competitive advantage in the new economy. 
2.2.13 Entrepreneurship 
 
Before various definitions of entrepreneurship can be given, it is important to 
understand why it is necessary to look at a number of definitions. Firstly, it is 
important to define the term entrepreneurship in order to identify the skills and 
knowledge required for one to carry out the process successfully. Secondly, it is 
important to define the term so that the study can focus solely on those activities 
defined as entrepreneurial. This is necessary because not every new business is 
entrepreneurial, as stated by Drucker (2005: 20). 
 
The definition of entrepreneurship has been debated among scholars, educators, 
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researchers and policy makers since the early 1700s, when French economist Jean-
Baptiste Say first coined the concept of ‘the entrepreneur’. The term 
‘entrepreneurship’ comes from the French verb ‘entreprendre’ and the German word 
‘untemehmen’ both which mean ‘to undertake’ (Drucker, 2005: 22). 
 
The modem definition of entrepreneurship was introduced by Joseph Schumpeter in 
1934. According to Schumpeter, entrepreneurship can be defined as “the carrying 
out of new combinations of products, processes, organizations and markets” (Van 
der Veen and Wakkee, 2002: 2). Schumpter called the new 
combinations”enterprises” and the individuals whose function it is to carry out the 
combinations, “entrepreneurs”.  
 
Accordingly, “entrepreneurship” can then be defined as a process in which resources 
from a state of low yield are transformed into a state of high yield (Van der Veen and 
Wakke, 2001: 2). An example of this type of entrepreneurship is the discovery of 
penicillin by Dr Alexander Fleming. Before penicillin was discovered as medicine it 
was just a mould growing in the wilderness (Drucker, 2005: 27). This kind of 
entrepreneurship could also happen by applying management principles to a hit or 
miss operation, as in the well-known case of McDonalds fast food enterprise. The 
yield of a traditional restaurant operation was improved by applying basic 
management principles in terms of product range, quality, price, service, time, 
cleanliness, training and other standards. 
 
Another popular definition of entrepreneurship indicates that it is "a way of managing 
that involves pursuing opportunity without regard to the resources currently 
controlled" (Mbadi, 2001). Audretsch (2001: 4) argued that entrepreneurship is about 
change, and hence entrepreneurs are agents of change. In terms of this definition, it 
is important to highlight the fact that in a knowledge economy, change is brought 
about mainly by new knowledge and technology, which is why it is difficult for one 
without new knowledge or technology to be a change agent or an entrepreneur in the 
current environment. Thompson (2004: 50) observed that, "entrepreneurship is a 
way of thinking, reasoning and acting that is opportunity obsessed, holistic in 
approach, and leadership balanced”. In line with this definition, necessity driven 
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entrepreneurship would not be considered entrepreneurial, because it is centered 
not on the exploration of opportunities but on the need to survive. 
 
It is clear that there is no generally accepted definition of entrepreneurship. This 
statement is supported by the World Bank report (OECD, 1998: 17).  The failure of a 
single definition of entrepreneurship to emerge undoubtedly reflects the fact that it is 
a multidimensional concept (Van der Veen and Wakkee, 2002: 2) and is major 
contributor to the failure of most interventions and government programmes to 
enhance entrepreneurship Any single definition used to study or classify 
entrepreneurial activities would reflect a particular perspective or emphasis. 
 
However, the majority of definitions of entrepreneurship do agree on the focus, 
identification and pursuit of opportunity (Shane and Venkataraman, 2000: l) 
Entrepreneurship is a purposeful activity and must end in value creation and not 
destruction. While the above definitions will not satisfy everyone, they serve to 
highlight the skills and knowledge required by an entrepreneur. The definitions do 
not differentiate between types of entrepreneurs, but they focus on what 
entrepreneurs do, how they do it and the results of their actions (Van der Veen and 
Wakkee, 2002: 2). 
 
It is clear that entrepreneurship requires a broad range of skills. Entrepreneurs need 
analytical skills in order to identify opportunities from ideas, as well as creative skills 
to generate a lot of ideas. They need divergent, as well as, convergent skills. 
Entrepreneurs also need team building skills as well as leadership skills. 
Entrepreneurs must have conceptual skills in order to see the big picture as well as 
the parts. Entrepreneurs need to have technical as well as management skills. In 
terms of the knowledge, entrepreneurs need technical, marketing, production, 
financial management and accounting knowledge. In short, an entrepreneur must be 
able to think in many dimensions.  
 
2.2.14 Entrepreneur 
 
The term "entrepreneur" has its origins in 17th century France, where an 
entrepreneur was an individual commissioned to undertake a particular commercial 
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project. An entrepreneur therefore is commonly understood to be someone who 
undertakes certain projects, and we recognize them, first and foremost, by what they 
actually do (Thompson, 2004: 27) Say first defined an entrepreneur as "one who 
shifts economic resources out of an area of lower productivity into an area of higher 
productivity and greater yield" (Drucker, 2005 19). However, this definition does not 
clarify who this entrepreneur is, and scholars have still not reached a universal 
agreement on this point.  
 
Drucker (2005: 22) indicated that, in the United States of America, the entrepreneur 
is often defined as one who starts his own, new and small business, but he went 
further to state that not every new small business is entrepreneurial or represents 
entrepreneurship. This has important implications for emerging entrepreneurs, most 
of whom consider themselves as entrepreneurs because they have started a new 
business. The Germans define an entrepreneur as one who both owns and manages 
a business Drucker (2005: 22).  
 
Other authors define entrepreneurs as risk takers and this definition is in line with a 
statement contained in the World Bank report (OECD, 1998: ll), which indicated that 
“entrepreneurs not only seek out and identify potentially profitable economic 
opportunities but they also take risks to see if their hunches are right". Risk-taking in 
terms of entrepreneurship does not mean gambling, but taking calculated risks 
(Bygrave and Hofer, 1997: 14). The entrepreneur must possess the skills to calculate 
different types of risks associated with different types of business opportunities. 
Knowledge of the risks inherent in different businesses and industries is necessary in 
order to bridge the gap between theory and practice.  
 
In line with opportunity recognition literature, an entrepreneur is defined as someone 
"who perceives an opportunity and creates an organization to pursue it" (Bygrave 
and Hofer, 1997: 14). Mbadi (2001: l) indicated that an entrepreneur is someone who 
“identifies opportunities, assembles required resources, implements a practical 
action plan, and harvests the reward in a timely, flexible way". Audrestsch (2001: l) 
defined entrepreneurs as “agents of change and growth in a market economy”, who 
“can act to accelerate the generation, dissemination and application of innovative 
ideas". This statement implies that entrepreneurs flourish on changes taking place in 
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the external environment; as such they exploit change rather than become 
disadvantaged by change.  
 
These various definitions provide a basis for developing a list of skills and knowledge 
required by entrepreneurs. Audrestsch's definition of entrepreneur is closest to the 
ideal entrepreneur in the knowledge economy. In terms of the knowledge economy, 
an entrepreneur can be defined as an agent of change who creates value through 
the accumulation and utilization of knowledge and technology. 
 
2.2.15 Entrepreneurship research 
 
Stevenson and Jarillo (1990:15) distinguished three categories of entrepreneurship 
studies, namely: what happens when entrepreneurs act (the results of 
entrepreneurship), why they act the environmental, sociological and psychological 
influences) and how they act (the process and management perspective). Similarly 
Shane and Venkataraman (2000: 218) defined entrepreneurship research as “the 
study of how (process), by whom (entrepreneur) and with what effect opportunities to 
create future goods and services are discovered, evaluated and exploited”. These 
two definitions both describe the activities that take place during the process of 
identifying an opportunity: an event prompts the entrepreneur to have an idea, the 
idea is then evaluated to identify an opportunity and lastly the opportunity is explored 
to create a viable business.  
 
2.2.16 Entrepreneurial opportunity 
 
It is important to define an entrepreneurial opportunity because entrepreneurship 
centres on the act of identifying opportunities. Bygrave and Hofer (1991: 14) defined 
an entrepreneurial opportunity as “a situation where a product or service can be 
created and sold for a higher price than it costs to produce”. They further stated that 
the situation can emerge because people have different perceptions of the value of 
resources, products, and services. Lastly, they stated that entrepreneurial 
opportunities exist on behalf of different perceptions and on behalf of asymmetric 
information In the market. 
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Timmons (1999: 530) suggested that for an opportunity to be entrepreneurial it must 
have the qualities of being attractive, durable and timely, and be anchored in a 
product or service that creates or adds value for its buyer or end user. For an 
opportunity to have these qualities, it must be a 'window’ opportunity, which remains 
open long enough to enter. Furthermore, entry into a market with the right 
characteristics must be feasible and the management team must be able to achieve 
it (Timmons (1999: 530). The venture must be able to achieve a competitive 
advantage and the economics of the venture must be rewarding, forgiving and allow 
significant profit and growth potential. The Oxford English Dictionary defines 
opportunity as "a time, juncture, or condition of things favourable to an end or 
purpose or admitting of something being done or affected”. 
 
 
 
2.2.17 Opportunity recognition 
 
Sarasvathy (2002: 2) stated that opportunity recognition is the first process in the 
creation of a new venture, but may also occur throughout the life of an enterprise, or 
life of an entrepreneur. According to Van der Veen and Wakkee (2001: 7) the 
opportunity recognition process starts when a motivated individual has an initial idea. 
This implies that the opportunity recognition process starts from an idea. 
Entrepreneurs need to be creative in order to recognize opportunities from ideas. 
 
2.2.18 Idea 
 
Hills and Lumpkin (1999: 1) defined an idea as a stepping-stone that leads to an 
opportunity. It is important to differentiate between an idea and a business 
opportunity because an idea for an entrepreneurial business does not necessarily 
equate to an opportunity. Other factors must exist to support the new idea in order 
for it to become an opportunity, such as the existence of potential customers who 
need the product or service and have the ability to pay. An idea can be a thought or 
a plan about something whereas an opportunity is much more than a thought as it 
requires action (Hills and Lumpkin, 1999: 1). 
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2.2.19 Creativity 
 
Creativity is defined as the process of using imagination and skill to develop a new or 
unique product, object, process or thought (Kreitner and Kinicki, 2001: 364). These 
researchers go further to state that their definition highlights three broad types of 
creativity: one can create something new (creation), or combine or synthesize things 
(synthesis), or improve or change things (modification). Creativity can also be 
classified as high or ordinary creativity (Mbadi: 2001).  
 
According to Feldman, Cziksentmmalyi, and Gardner, (1994: 1), creativity is defined 
as “the achievement of something remarkable and new, something that transforms 
and changes a field of endeavor in a significant way”. This definition refers to the 
kinds of things that people do that change the world, such as the Internet and its 
effects on business activities.  
 
Ryhammer and Brolin (1999: 261) defined creativity as “exceptional human capacity 
for thought and creation”. This definition indicates that creativity is a thought process 
or a way of thinking. Dacey and Lemon (2000: l) defined creativity as “the ability to 
produce new knowledge”.  
 
Ordinary creativity: Perhaps more relevant to black emerging entrepreneurs or 
survivalists is the notion of ‘ordinary’ or 'democratic' creativity. The phrase 
'democratic creativity’ is used to indicate the creativity of the ordinary person, 
recognition that every person can be creative. The following definitions 
fundamentally assume that creativity is something of which every person is capable: 
 
-  The National Advisory Committee on Creative and Culture Education (UK, 
1999: 29) defines creativity as “imaginative activity fashioned so as to yield an 
outcome that is of value as well as original”. 
 
- Craf (2001:14) defined creativity according to three overlapping categories as 
follows: 
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 Free expression (self-expression, improvisation, exploring unknown 
outcomes). This type of creativity is not well developed amongst emerging 
entrepreneurs, as it was suppressed during the apartheid era. 
 Imaginative/associative thinking (flexibility, a holistic approach, problem 
solving). This type of creativity is destroyed by the schooling system, 
which puts more emphasis on remembering facts instead of learning 
through discovery. 
 Critical thinking (making conceptual decisions, making things happen, 
eclecticism). This is a product of the above two types of thinking. 
 
- These definitions are compatible with the definition of creativity by Mbadi, 
2001) as “the application of knowledge and skills in new ways to achieve a 
valued goal”. Mbadi (2001) further stated that “in order for a person to be 
creative, he or she must have four key qualities, namely: 
 the ability to identify new problems, rather than depending on others to 
define them 
 the ability to transfer knowledge gained in one context to another in 
order to solve a problem 
 a belief in learning as an incremental process, in which repeated 
attempts will eventually lead to success 
 the capacity to focus attention in the pursuit of a goal, or set of goals.” 
 
 
 
2.2.20 Opportunity evaluation 
 
Sarasvathy et al. (2002: 17) defined the evaluation process as “the phase in the 
venture creation process when insights or ideas are analyzed for their viability”. This 
process requires entrepreneurs to apply analytical skills to assess the identified 
opportunity. The lack of analytical skills amongst emerging entrepreneurs is 
responsible for their poor evaluation of business opportunities, as evidenced by the 
poor quality of business plans submitted to the banks for loan applications. Mbadi 
(2001) has suggested a detailed screening process to follow in order to evaluate a 
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business opportunity. The process includes evaluating the size of the opportunity, 
the current trends, the growth rate and the potential for growth. Other aspects of 
evaluating the opportunity include the profitability and risks associated with the 
opportunity. In this phase of the entrepreneurial process, analytical skills rather than 
creative skills play the major role, as the aim is to eliminate possibilities and to come 
up with the best option.  
 
2.2.21 Opportunity exploitation or elaboration 
 
Sarasvathy et al (2002: 18) defined this phase as the stage in which creative insight 
is actualized and in which creative insight is put into a form that is ready for final 
presentation. Csikszentrnihalyi (2000) argued that the elaboration process is 
generally the most difficult and time-consuming part of the venture creation process. 
Kao (2000:17) used the term "exploitation" rather than elaboration to express the 
importance of capturing value from the creative act. This phase of the 
entrepreneurial process requires a different set of skills and most township 
entrepreneurs fail during this stage because of the lack of management skills. 
 
2.3. AN OVERVIEW OF THE RELATED LITERATURE 
 
As illustrated, there are various definition of ‘entrepreneur’ in the literature. Although 
these definitions differ in scope, they all highlight the importance of practical/applied 
skills. Nieuwenhuizen and Rossouw (2008: 2) defined an entrepreneur as “a person 
who is skilled at identifying new products (or sometimes new methods of production), 
setting up operations to provide new products, marketing the products and arranging 
the financing of the operations”. Here, there is tacit acknowledgement and 
recognition of the importance of applied skills.  
 
Fox and Maas (1997: 10) defined entrepreneurs as “people who identify 
opportunities and utilize them to their own, the internal and the external 
environments’ benefits”. The term “utilize” in this definition is a direct reference to 
“practical/applied” skills that can be used to identify opportunities and the 
competency to exploit them for business and community benefit. Previous work by 
Kurakto and Hodgettes (2000: 4) describes an entrepreneur as “an innovator or 
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developer who recognizes and seizes opportunities, converts those opportunities 
into workable/marketable ideas, adds value through time, effort, money, or skills, 
assumes the risks of the competitive marketplace to implement these ideas, and 
realizes the rewards from these efforts”. Although this definition is parked with lots of 
concepts, it captures more interesting aspects of entrepreneurship activities and 
provides the opportunity for this research. As the economic transformation continues, 
entrepreneurship can be seen as an important stimulant for real economic change. 
Entrepreneurship activities have created and continue to create value for business 
and community (Kurakto and Hodgettes, 2000: 4).   
 
Van Aardt, Van Aardt, and Bezuidenhout (2002) defined entrepreneurship as the 
ability to “create and build something from practically nothing.  It is initiating, doing, 
achieving and building an enterprise or organisation, rather than just watching, 
analyzing or describing one.  It is the knack of sensing an opportunity where others 
see chaos, contradiction and confusion.  It is the ability to build a founding team to 
complement your own skills and talents.  It is the know-how to find, marshal and 
control resources and to make sure you don’t run out of money when you need it 
most.  Finally, it is the willingness to take calculated risks, both personal and 
financial, and then to do everything possible to get the odds in your favour”  
 
According to Van Aardt, et al (2002), entrepreneurship involves the definition, 
creation and distribution of value and benefits to the individuals, groups, 
organizations and society. Entrepreneurship is very rarely a ‘get rich quick’ 
proposition; rather it is one of building long-term value and cash flow streams. The 
aforementioned authors further distinguish between a small business manager and 
an entrepreneur by saying that not all small business managers are entrepreneurs. 
Similarly, not all entrepreneurs are small business managers. Either an entrepreneur 
or a small business manager can be the owner of an enterprise. Growth may be a 
useful way to distinguish between the two. If a person does not display 
entrepreneurship by starting an enterprise or causing it to grow, he/she has not 
distinguished himself/herself as an entrepreneur. Examples of small business 
managers who are not entrepreneurs are:  
  a person who manages an enterprise or franchise without ensuring growth,  
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 a person who inherits an enterprise and runs it in the same way as his/her 
predecessor,  
 a person who is appointed by the owner of a small business enterprise to 
manage the enterprise. 
 
Fox and Maas (1997: 10) further explain that entrepreneurship is accepted as one of 
the instruments able to generate prosperity in a rapidly changing environment. As an 
instrument, it does not exist in a vacuum. The following are focus areas that need to 
be considered in the public sector: entrepreneurship in the context of the South 
African economy; the importance of entrepreneurship; the study of entrepreneurship 
in different economies; studying the environment with the emphasis on identifying 
critical trends and their possible implications in the organization; technical skills 
necessary to be effective in a specific job; creativity skills, which include critical 
thinking, generating new ideas, creative techniques, possible obstacles to creativity 
and a holistic approach; management skills, including  financial, marketing, human 
resources, and general management; risk taking; personal empowerment, which 
includes self-confidence and building networks; as well as feasibility analysis skills.  
 
2.4 THE ENTREPRENEURSHIP PROCESS 
 
Du Toit, Erasmus & Strydom (2007) described entrepreneurship as “ a process every 
entrepreneur should follow to pursue an opportunity until it becomes a successfully 
established business”.   Following the scientific framework illustrated in Figure 1 
below, it can be assumed that the type of business process used would determine 
the level of entrepreneurial success achieved. The entrepreneurial process 
discussed here is important in evaluating business risk.  
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Figure 2.1: ENTREPRENEURIAL PROCESS 
Decision to 
become entrepreneur 
       
                                                        Yes 
 
Entrepreneurial 
abilities and skills  
       Yes   No 
Resources 
 
 
       Yes   No 
 
Opportunities 
and ideas 
       Yes   No 
     
Feasibility 
 
 
       Yes   No 
Business 
plan 
 
       Yes   No 
 
 
 
 
Source: Du Toit et al (2007) 
 
Enter/do not enter the business world 
Do I have the necessary entrepreneurial 
abilities and skills? 
Do I have the required resources or can I get 
access to resources? 
Do I have an above average chance that the 
idea will work? 
Does the feasibility analysis show that the 
opportunity is feasible? 
Did the business plan convince investors, the 
bank, suppliers, et cetera that the venture will 
succeed? 
 
Proceed with the implementation 
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According to Fox and Maas (1997), there is a growing notion that entrepreneurs can 
be trained and that they can be produced through planned development activities, in 
contrast to the vast majority of entrepreneurs who have emerged in the past merely 
as a result of fortuitous circumstances. Fox and Maas (1997: 2) state that more 
opportunities are generated by a rapidly changing environment, and that they can be 
utilized by entrepreneurs. The entrepreneur is the person who is able to identify 
opportunities and to use them to his or her benefit, or, if employed, to the benefit of 
his or her organization. A rapidly changing environment needs managers and 
organizations that are, themselves, able to change rapidly. Such individuals and 
organizations have special characteristics.  
 
The dynamics that encourage entrepreneurial start-ups and strengthen existing 
companies’ performance differ substantially. From the standpoint of entrepreneurs, 
the needs, challenges and problems faced by either start-up, newly formed or 
established firms do not appear to have changed much. In any economic period, but 
especially in a recession economy like the one faced today, bound by increasing 
unemployment, and downsizing firms, the relevance of creating mechanisms to 
encourage start-ups and to sustain current firms is overriding (Fox and Maas, 1997: 
3) .  
 
Birch (1987: 45) found that the keys to job creation are entrepreneurial companies 
and economies that provide the proper environment for start-ups and existing firms 
to flourish.  However, countries that fail to provide such an environment crumble.  In 
this vein, local government, universities and private financing entities should provide 
the proper environment for new business foundations as well as for existent firms to 
consolidate and prevail.   
 
Incisively searching for ways to stimulate and assist the sector, academics have 
begun to critically address the processes surrounding venture creation, small 
business development and entrepreneurship. Nevertheless, results are limited 
(Parnell, Crandall and Menefee 2002).  Of particular interest to practitioners and 
academia, is the means through which entrepreneurship is cultivated, develops and 
establishes itself efficiently throughout any society or country (Parnell et al, 2002).  
Even more, it is interesting to find out what stimulates business formations, which 
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problems hinder their formation, and how to encourage newly formed firms and 
sustain those already established. The improved entrepreneurial spirit of women and 
minorities have additionally forced entities such as the Small Development Agency, 
development funds and venture capitalists to recognize the need to reinforce and 
stimulate business formation.  In America, no doubt, a growing number of jobs that 
will be created in the coming decade will be self-generated. As such, academics and 
various governments have begun to emphasize the critical nature of America's 
entrepreneurial climate (Parnell et al, 2002).  
According to Van Aardt et al (2002: 3), society is the social and physical context in 
which people establish or acquire businesses. Entrepreneurship is important for 
societies to generate economic growth and ensure economic and socio-economic 
development. In this regard, Porter (1998: 125) noted that entrepreneurship is at the 
heart of economic advantage.  
 
Entrepreneurs worldwide face a myriad challenges, sometimes embedded in their 
culture and often hindering competitiveness. The way in which organizations face 
these challenges depends on various factors: the entrepreneurs themselves, the 
entities that can support them, access to capital, training and other support 
mechanisms in place in whichever country the Small, Medium and Micro Enterprise 
(SMME) is located.  
 
Entrepreneurship requires not only dedication but also the willingness to take risks 
(Busenitz and Barney, (1997). The same concept argues that biases are subjective 
decisions that may emanate from specific heuristics.  Although biases help people 
cope with their cognitive limitations, they might cause less rational decisions to 
prevail among young entrepreneurs. There are discrepancies on this subject by 
some researchers. Hamilton (200) found that 95% of entrepreneurs believe that their 
ventures will succeed.  In addition, they are prone to perceiving areas of strengths 
and opportunities and not weaknesses.  Regardless, to be an entrepreneur requires 
nerves of steel and a short memory to forget problems and bad times Velazquez 
(2003).  An examination of the local environment and interviewing well recognized 
start-up business for this research paper revealed a variety of responses as to what 
triggered the entrepreneurs’ creativity and desire to initiate their companies: 
observation of the trends in layoffs and fear of becoming a statistic, the outsourcing 
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trend, a spirit of entrepreneurship and the possibility of forming alliances with related 
businesses (Busenitz and Barney, 1997). 
 
2.4.1 Influence of the external environment on entrepreneurship 
 
The external environment plays a major influence on the entrepreneurial process 
(Thompson,  2004). This statement is substantiated by the discussion below: 
 
2.4.1.1 Political environment and entrepreneurship 
 
The dilemma currently facing the South African government in terms of the gap in 
skills and knowledge between the two camps of entrepreneurs has its roots in the 
political past of the country. Under the apartheid system blacks were only allowed to 
participate in certain types of businesses restricted to townships, namely: taxis, tuck 
shops, taverns and general dealerships, butcheries, hair salons, backyard garages, 
small scale farming and township medical practices. This meant that the experience 
and knowledge of township entrepreneurs was limited to only a few types of 
businesses (Thompson, 2004: 73 ).  
 
2.4.1.2 Education and entrepreneurship 
 
In terms of education, South African blacks have received an inferior quality of 
education compared to their white counterparts. This meant that politics determined 
the type of entrepreneurship taking place in black communities and also the type of 
skills and knowledge possessed by township entrepreneurs. We are now living in the 
new South Africa and apartheid is a thing of the past. Government has come up with 
a number of interventions to correct the past, namely: the National Small Business 
Act, affirmative procurement policies, the B-BBEE policy, privatization policies, land 
redistribution policies, mineral rights legislation and training and skills development 
legislation. Despite these interventions, not much has been achieved, as evidenced 
by the poor rating of South Africa by the Global Entrepreneurial Monitor report (GEM, 
2002: 15). 
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2.4.1.3 Technology and entrepreneurship 
 
Technology plays a major role in the knowledge economy and will determine the way 
in which entrepreneurship is conducted (Burgelman et al, 2001: 4). A worrying 
phenomenon is the lack of application of technology in businesses mostly owned by 
township entrepreneurs, whereas the first world entrepreneurs use technology to 
procure raw materials, market their services, manufacture their products and 
manage their businesses, most township entrepreneurs do not use technology in 
their businesses (GEM, 2002:6). A similar observation is made by Naude and 
Havenga (2002:15) on the lack of capacity and capability by emerging entrepreneurs 
to embrace technology in running their businesses. 
 
2.4.1.4 Sociological and psychological influence on entrepreneurship 
Traditionally the explanation for entrepreneurial behaviour was sought in stable 
psychological traits. Swedberg (2000: 27) divides the psychological studies into two 
groups: one in which the main goal is to isolate the entrepreneurial personality, and 
another that is more socio-psychological or socio-cultural in nature and in which the 
personality of the entrepreneur is seen as decisively shaped by external factors. 
Despite significant attention to sociological and psychological attributes in the last 
three decades, the results have at best been inconclusive (Kruger et al, 2000). More 
recently, the explanation for entrepreneurial behaviour has been increasingly sought 
in knowledge and information differences, cognitive differences and behavioural 
differences (Venkataraman, 1997: 124). 
 
Davidson et al, (2001:10) noted that the psychological tradition of thought is mainly 
interested in how entrepreneurs are different in personality structure from non-
entrepreneurs or how different types of entrepreneurs are different in their 
personality structure. But looking at the results from the research within this tradition, 
it can be concluded that it has failed,  either because there are no necessary 
methodologies to measure the differences or because there actually are no 
differences between entrepreneurs and non-entrepreneurs or within different types of 
entrepreneurs. 
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2.4.2 Different types of entrepreneurs 
 
Gartner (as quoted by Davidsson et al, 2001: 10) notes that whereas, there is no 
difference between entrepreneurs and non-entrepreneurs, or within different types, 
entrepreneurs can be classified according to different levels of experience. This is 
necessary because different types of entrepreneurs face different types of 
opportunities, hence the need for different types of skills and knowledge.  
 
Richard Dellabarca (2002: 14) classifies entrepreneurs as follows: 
 Novice - individuals with no prior business ownership experience, as a 
business founder, an inheritor, or a purchaser of a business 
 Nascent - individuals considering the establishment of a new business 
 Habitual - individuals with prior business ownership experience 
 Serial -  individuals who have closed/sold their original business but at a 
later date have inherited, established or purchased another business 
 
 
2.4.3 Determinants of entrepreneurship 
 
There are a number of factors which influence entrepreneurship in any given 
economy. These include the social and political factors, the entrepreneurial 
conditions, the general national framework conditions, the capacity, skills and 
motivation of entrepreneurs, and the opportunities in the market created for small 
businesses. The end result of the interaction between these forces is growth in 
national economy and creation of jobs.  
 
2.4.4 Peak performance model 
 
A search for a model on the enhancement of the performance of entrepreneurs on 
the Internet, journals, textbooks and articles yielded very minimal results. The closest 
model was the peak performance model shown in figure 2.2. The peak performance 
model was developed by Coetzee (2002: 140) and can be used to explain how one 
can improve the performance of emerging entrepreneurs as follows: 
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Figure 2.2: PERFORMANCE MODEL TO ENHANCE ENTREPRENEURSHIP 
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Source: Coetzee (2002: 140) 
 
Figure 2.2 shows that performance depends on a number of factors, listed on the 
right hand side of the model. If one of these factors is missing, then performance will 
be under par. The model shows that commitment, knowledge, resources and a 
motivating climate are necessary ingredients in order to attain optimal performance. 
 
This model of performance can be used to pinpoint the factors leading to the under 
par performance of South Africa in opportunity entrepreneurship as reported by the 
Global Entrepreneurial Monitor report (GEM, 2002:13). Each of these factors will be 
analysed in order to recommend possible interventions to enhance the practice of 
entrepreneurship amongst emerging black entrepreneurs in the Western Cape. The 
influence of each of the factors on performance is explained in the sections below: 
 
2.4.4.1 Commitment 
 
Commitment is the first factor that needs to be satisfied for optimal performance to 
take place. Commitment in this case means an obligation towards the promotion of 
entrepreneurship on the part of emerging entrepreneurs, the government, as well as 
the private sector. If any of these players are not committed to the promotion of 
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entrepreneurship amongst emerging entrepreneurs, the level of entrepreneurial 
performance will be under par. The South African government has shown its 
commitment to the goal of promoting entrepreneurship by creating the necessary 
support bodies and institutions (Department of Trade and Industry, Ntsika and 
Khula). The government's commitment to the promotion of entrepreneurship can also 
be evidenced by the passing a number of Acts such as Broad Based Black 
empowerment (BBBEE) Act in support of small businesses.   
 
The private sector has also come on board and shown commitment to the promotion 
of small businesses and black empowerment through the Mining Charter (South 
Africa, 2003), and the Financial Services Charter (South Africa, 2003), the 
Information Communication Technology draft charter and the Petroleum and Liquid 
Fuels Industry Charter (South Africa, 2003). 
 
The empirical study contained in this report shows that there is a lack of commitment 
towards entrepreneurship amongst a large number of black emerging entrepreneurs. 
This is supported by the findings that a large number of black entrepreneurs are not 
aware of the contents of the SMME Promotion Act, the goals of the various industry 
charters and other policies to promote SMMEs. An intervention to enhance the 
performance of emerging entrepreneurs should first address the issue of 
commitment on the side of entrepreneurs, before positive results can be expected. 
This can be done by clearly explaining to emerging entrepreneurs South Africa's 
vision for entrepreneurship, as well as the government’s mission, goals and 
objectives. A clear vision, mission, goals and measurable objectives in terms of the 
promotion of entrepreneurship in South Africa should be communicated by the 
Department of Trade and Industry and other departments in order to ensure 
commitment from all stakeholders (South Africa, 2003). 
 
2.4.4.2 Knowledge 
 
This refers to the skills, abilities, methods and techniques used to train, develop and 
stimulate the growth of employees (Coetzee, 2002: 37). Knowledge in this context 
refers, not only to information, data and facts, but also to the skills and aptitude to 
utilize the facts and data correctly. It is important to mention that the emphasis in the 
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new knowledge economy is on tacit knowledge rather than formal knowledge. 
Without the necessary knowledge to identify opportunities, set up businesses to 
exploit the opportunities and compete against other businesses in the market, the 
performance of emerging entrepreneurs is dismal (Coetzee, 2002: 37). 
 
2.4.4.3 Empowerment 
 
Empowerment refers to providing employees with the opportunities to assist them in 
identifying and defining problems, inviting them to participate in decisions on how 
work should be done or how work methods could be improved, and delegating more 
comprehensive powers and responsibilities. It also implies that employees have the 
necessary abilities to meet these challenges (Coetzee, 2002: 37). Empowerment is 
important in creating or maintaining an entrepreneurial culture and climate capable of 
responding to new market demands and changing technologies (Du Plessis, 1995: 
65). 
 
2.4.4.4 Experience 
Work history plays a role in the growth and eventual success of a new venture. As 
the venture becomes more established and starts growing, managerial experience 
and skills become increasingly important (MacLeod, 2000: 39). Emerging 
entrepreneurs who have had some work or business experience before are more 
likely to succeed than entrepreneurs without any work or job experience. Through 
previous employment some entrepreneurs have gained technical and management 
skills, which they have applied in their current small businesses (Macleod, 2000:39). 
 
2.4.4.5 Educational level 
The educational level of the entrepreneur has also received significant attention in 
past research. Education plays an important role in entrepreneurship, as the ability to 
communicate clearly in written and spoken word is vital in entrepreneurial activity 
(Dixon, 1999: 146). 
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2.4.4.6 Resources 
Entrepreneurs need human resources in the form of knowledge workers and 
technology in order to perform optimally. The township entrepreneur lacks 
knowledge workers and technology and this is one of the major reasons for the lack 
of applied technology in most of the township-based businesses, as shown in the 
empirical results of this report. These findings are collaborated by the findings of the 
Global Entrepreneurial Monitor report (GEM, 2002: 4). 
 
2.4.4.7 Motivating climate 
Motivation in this case could mean rewards as well as recognition for performance. 
The private sector has initiated a number of awards to recognize the efforts of 
entrepreneurs and this has brought some positive impact in the spirit of 
entrepreneurship in South Africa. The media coverage that entrepreneurship 
currently receives in South Africa also serves as a motivating climate for 
entrepreneurs (GEM, 2002:5). 
 
In order to encourage more people to become entrepreneurs, the success stories of 
small businesses need to be communicated. Furthermore, the ‘entrepreneur of the 
year’ awards and ceremonies need to be given even more media coverage and 
prominence. 
In summary, for optimal performance from emerging entrepreneurs, all the factors on 
the right hand side of the peak performance model should be satisfied. Government 
programmes should be designed to include all variables on the right hand side of the 
peak performance model. 
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2.4.5 Sources of business opportunities 
As the essence of entrepreneurship relies on the identification of opportunities, it is 
important that entrepreneurs be aware of the various sources of business 
opportunities. Drucker (2005: 31) listed the following as various sources of innovative 
opportunities: 
 The unexpected success, the unexpected failure, the unexpected outside 
event; 
 The incongruity between reality as it actually is and reality as it is assumed to 
be or as it ought to be; 
 Innovation based on process need; 
 Changes in industry structure or market structure that catch everyone 
unawares. 
 Demographics (population changes); 
 Changes in perception, mood, and meaning; 
 New knowledge, both scientific and non-scientific. 
 
In a society that is not balanced in terms of the skills and resources owned by 
different types of entrepreneurs, sources of opportunities might not occur evenly to 
all entrepreneurs. The government can play a positive role by ensuring that 
emerging entrepreneurs get equal access to information. 
 
2.4.6 Opportunity recognition process 
The opportunity recognition process takes place when the entrepreneur recognises 
an opportunity from a range of ideas. This process involves an analytical thinking 
process as opposed to the creative thinking process used to create ideas. The 
process requires a different set of skills and knowledge, and the skills and 
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knowledge possessed by each entrepreneur will determine the type of opportunities 
identified by that entrepreneur (Dellabarca, 2002: 15). 
The extent to which individuals recognise opportunities and search for relevant 
information can depend on the make-up of the various dimensions of an individual's 
human capital (Dellabarca, 2002: 16). Dellabarca (2002: 31-35) provided a brief 
overview of the material factors that affect the opportunity recognition process as 
follows: 
2.4.6.1 Prior knowledge 
Shepherd and DeTienne (as quoted by Dellabarca, 2002: 31) simultaneously 
considered the constructs of prior knowledge and potential financial reward to 
provide a deeper understanding of the discovery of opportunities. They referred to 
three major dimensions of prior knowledge that were important to the process of 
entrepreneurial discovery: prior knowledge of markets, prior knowledge of ways to 
serve markets, and prior knowledge of customer problems. They found that prior 
knowledge of a particular field provides individuals with the capacity to recognize 
certain opportunities (a "knowledge corridor") and that those individuals with greater 
prior knowledge of customer problems were able to discover more opportunities and 
opportunities of a greater scale (more innovative). 
An interesting observation relates to the impact of prior knowledge on an 
entrepreneur's motivation. They found that, in the presence of prior knowledge, a 
strong intrinsic motivation is aroused and is the primary incentive that "switches on" 
alertness, with possible financial reward (extrinsic motivation) less motivating. 
Further, financial reward provided minimal incentive for those that had considerable 
knowledge of customer problems. Rather it was dissatisfaction with the status quo, 
which arose from knowledge of market anomalies that appeared to be the primary 
motivator for entrepreneurial discovery (Mbadi, 2001). 
 
2.4.6.2 Experience 
Research, and indeed common sense, suggests experience is vital in identifying 
entrepreneurial opportunities. Those entrepreneurs with experience have seen 
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opportunities before; they have an ability to quickly recognise a pattern and an 
opportunity at an unconscious level, whilst it is taking shape. Rae (as quoted by 
Dellabarca, 2002: 32), suggested that experience is the development, over time, of a 
set of thinking patterns or personal theories that enable the entrepreneur to perceive, 
filter, analyse, decide and act on opportunities more effectively than others. In a 
similar vein, Dellabarca, 2002: 32 coined the phrase "pattern recognition" when 
discussing experience, which he described as "the recognising of patterns as a 
creative process that is not simply logical, linear and additive". 
Timmons suggested that the process is often intuitive and inductive, involving the 
creative thinking, or cross-association, of two or more “in-depth chunks” of 
experience, know-how, and contacts. The process of sorting through ideas and 
recognizing a pattern was compared to the process of fitting pieces into a three-
dimensional jigsaw puzzle, in that experience allows the entrepreneur to see the 
relationships between and be able to fit together seemingly unrelated pieces to make 
the whole visible. In terms of quantifying this, it was suggested that it could take ten 
or more years to accumulate this experience - termed “50 000 chunks” - that enables 
entrepreneurs to be highly creative and recognize patterns or familiar circumstances 
that can be translated from one place to another. 
 
Another element to this argument may be the quality of that experience, rather than 
just the quantity. There are numerous examples of serial entrepreneurs with much 
less experience in terms of duration, who appear to be highly successful in applying 
experience in this way to recognise potential entrepreneurial opportunities. The 
selection and acquisition of new venture human capital is a complex problem with 
great uncertainty. As entrepreneurs gain experience and become more familiar with 
the process of launching a new venture they gain knowledge that helps to improve 
their decision frames, thereby increasing their ability to select appropriate skills. 
 
Furthermore, with entrepreneurial experience, individuals can improve their position 
and location within their network, which leads to access to more diverse and more 
valuable resources. Thus, with entrepreneurial experience, entrepreneurs will 
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improve their ability to select and acquire human capital and increase the likelihood 
of new venture success.  
 
2.4.6.3 Social networks 
Singh, Hills, Hybels and Lumpkin (1999) sought to further this thinking by looking at 
the importance of entrepreneurs' social network characteristics, such as network 
size, weak ties and structural holes, in relation to the opportunity recognition 
process. Their study, which used 256 information technology entrepreneurs, found 
that network size and the number of weak ties in an entrepreneur's network were 
significantly and positively related to the number of new venture ideas identified and 
opportunities recognized. The authors correctly hypothesized that network 
entrepreneurs used their network contacts to access a wider range of information 
from which feasible opportunities could be recognized, and their "boundaries of 
rationality" expanded. 
 
Singh et al (1999) concurred with the findings of Hills et al (1997), that network 
entrepreneurs identified significantly more opportunities than solo entrepreneurs, and 
were significantly less likely to go through a formal search for ideas. Furthermore, 
they agreed that network entrepreneurs learned of more opportunities than solo 
entrepreneurs and, as a result of their wider exposure to potential ideas, were more 
likely to take advantage of opportunities in industries in which they had no direct 
experience.  
However, in the new knowledge economy the debate about networks carries little 
weight, taking into consideration the fact that an entrepreneur can utilize the Internet 
as a source of information. One can easily connect to different networks on the 
Internet, which invalidates the debate about weak or strong ties. 
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2.4.6.4 Cognitive behavioural factors 
One of the main areas of difference between individuals, which may help us 
understand why some recognize opportunities while others do not, is that of 
cognitive and behavioural factors (Dellabarca, 2002: 34.). Cognitive psychology is 
that branch of the psychological sciences that is concerned with how human beings 
acquire store and process information about the world. It attempts to understand how 
we make decisions, act and react in different situations. It is recognized that we all 
have our own cognitive styles that we use to process information and that we adopt 
particular cognitive strategies when called upon to use that information in order to 
solve problems. 
 
Cognitive styles are distinct from ‘personality’. Personality can be defined as the 
consistent, and persistent, profile of beliefs, feelings and actions that make one 
person distinct from another. Both personality type and trait are seen as innate and 
there is no real evidence to suggest there is a single 'entrepreneurial personality'. In 
contrast, our cognitive approaches are subject to learning and may be modified, 
either intentionally or unintentionally, in the light of experience. This is an area of 
developing research and as such it is premature to suggest entrepreneurs, as a 
group, share any particular set of cognitive approach (Dellabarca, 2002). 
 
2.4.7 Opportunity evaluation process 
The evaluation of opportunities (the filtration or screening process) is an important 
step in the process of developing initial ideas into full-fledged business opportunities 
(Van der Veen & Wakke, 2001: 5). Several other authors have also focused 
specifically on the evaluation of opportunities. Timmons (1999), for instance, 
developed an extensive screening guide, which included evaluation criteria such as 
market and financial analysis, risk assessment, and the qualities of the management 
team. According to Timmons (1999: 114), these criteria are often used by venture 
capitalists but, as they are based on plain good business sense, entrepreneurs could 
also benefit from paying attention to these issues. As evidenced by the poor quality 
of business plans submitted to the banks, there is a lack of opportunity evaluation 
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skills amongst emerging entrepreneurs. The high business failure rate amongst start-
ups is further evidence of the fact that fast decisions are made to set up businesses, 
without a thorough assessment of the business opportunities. 
 
2.4.8 Opportunity exploration process 
The last part of the model depicts the process of translating opportunities into viable 
business ventures. This part can be referred to as ‘business exploration’. This last 
part of the entrepreneurial process is equally important as opportunity recognition 
and evaluation. Business exploration demands a different set of skills and 
knowledge, both analytical and creative. Whereas some commentators have 
suggested that entrepreneurship ends with opportunity identification, Drucker (2005: 
15) proposed that entrepreneurship could mean “the application of basic 
management principles to an opportunity‘’. By ‘management’ is meant the application 
of the basic activities of management in entrepreneurship, namely: planning, 
organising, motivating and controlling (Smit, 2005) 
.  
A number of studies conducted on South African entrepreneurs have cited the lack 
of management skills as a major challenge for entrepreneurs (GEM, 2002; Ntsika, 
2001). For the purpose of this study, a good investigation to conduct would be to 
determine whether the two camps of entrepreneurs in South Africa are faced with the 
same challenges in terms of business management. The empirical study looks at the 
issue of management in township businesses and how it influences township 
entrepreneurship. 
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2.5. CHARACTERISTICS OF SUCCESSFUL ENTREPRENEURS 
 
Studies by Du Toit et al, (2007) show that the personalities and individual 
characteristics of entrepreneurs who start new businesses may be the most 
important factors of success. An individual’s management skills have become so 
important that venture capitalists have begun to revise the way they look at potential 
new venture deals. Rather than ‘betting on the horse’ (in other words, the business 
idea and the business plan), they are now much more likely to ‘bet on the jockey’ 
and look for someone who has a history of successful past entrepreneurial efforts. 
These investors have come to realize that a good business plan does not 
necessarily make a good business, but a good entrepreneur can, whether the 
business plan is optimal or not.  
 
Successful entrepreneurs typically: 
 … are decisive decision makers 
Entrepreneurs tend to make decisions early and instinctively, and are often 
forced to rely on their judgment and to make decisions without complete 
information. They do not agonize over decisions. 
 
 … enjoy taking charge 
Successful entrepreneurs enjoy taking charge and following through to the 
end. Entrepreneurs are good at finishing projects, getting closure as well as 
grabbing them from the start. 
 
 … want to be master of their financial destiny 
Entrepreneurs typically have less desire to get rich as to ‘do their own thing’ 
and prove they are right. In fact, entrepreneurs usually make less money than 
they would working for someone else. Their real income is psychic income, 
the satisfaction that comes from doing what they know is right. 
 
 … are organized, independent and self-confident 
Entrepreneurs usually have few people to rely on. They must be able to 
perform all the different parts of their business alone. The entrepreneurs trust 
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their own ability even when faced with major obstacles. This then helps others 
in sustaining their own optimism and creates the level of self-confidence 
necessary for efficient group effort.  
 
 … are hard workers 
People who start small businesses usually work longer, harder and more 
stressful hours than people who work for someone else, largely because 
entrepreneurs have no one to fall back on. 
 
 … are creative and innovative 
Creativity can involve the adjustment or refinement of existing procedures or 
products, the identification of opportunities and solutions to problems (Du Toit 
et al, 2007:47). Any application of new ideas is based on innovation. Although 
entrepreneurs understand the importance of innovation, they often view the 
risk and the high investment that the development of innovative products or 
services requires as being out of proportion to the profit potential. This 
explains why entrepreneurs often creatively adapt innovations of competitors 
by, for example, adjustments in products, marketing and client services. Thus 
their creativity finds expression on the continuum of innovation and 
adaptation.  
 
Innovation is the specific function of entrepreneurship by which the 
entrepreneur either creates new wealth-producing resources or endows 
existing resources with enhanced potential for creating wealth. Innovation is 
the process by which entrepreneurs convert opportunities into marketable 
ideas. It is the means by which they become catalysts for change.  
 
 … are visionaries 
Entrepreneurs know where they want to go. They have a vision of what they 
want their firm to be. At the same time, not all entrepreneurs have 
predetermined visions for their firms. In many cases, this vision develops over 
time as the individual begins to realize what the firm is and what it can 
become (Du Toit et al, 2007) 
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In addition, the entrepreneur must be able to communicate this vision in an 
exciting manner to employees and investors, so that they, too, are motivated 
to achieve it. 
 
 … come from a small business background 
Entrepreneurs who have been involved in small family businesses have a 
better chance at success. They are generally able to recognize the 
characteristics and sacrifices required by small business people, and 
understand the demands from the start. 
 
 … can take criticism and rejection 
An entrepreneur must be able to take criticism and rejection and still remain 
positive.  
 
 … have specialized business ability from experience or education 
Individuals who enter a business with which they are familiar, either by 
education or experience, have a higher success probability. Entrepreneurship 
education attracts substantial private sector financial contributions and 
produces self-sufficient, enterprising individuals, successful business people 
and industry leaders.  Entrepreneurship education enhances a graduate’s 
ability to create wealth. It produces of champions of innovation and leads to 
greater opportunities with advancing technologies. 
 
 … are determined and persistent. 
Successful entrepreneurs typically go ‘where angels fear to tread’. They 
successfully avoid nagging doubts, are persistent and handle pressure well. 
The business owner is reliant on his or her own efforts and decisions, and is 
not intimidated by difficult situations. 
 
Entrepreneurs are passionate about what they are trying to accomplish. 
Likewise, they must be willing to commit whatever is needed of them. They 
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must persist through trying times, since there are always bad times, and fight 
to achieve the goals they have set. 
 
 … are good judges of talent and character 
Typically, an entrepreneur’s major problems are people. It is necessary to 
assemble a group of people who make up for the talents they lack. 
 
 … can see how all the parts fit together 
Small business owners wear many hats: finance, marketing, accounting, 
bookkeeping, human relations and more. It is necessary to see how these 
different pieces fit together to form the entirety of the business. 
 
 … are calculated risk takers 
Calculated risk taking is the ability to spot opportunities for providing goods or 
services to satisfy the unsatisfied needs. It is important to see a gap in the 
market and do something about it. Kurakto and Hodgetts (2000:45) articulated 
that successful entrepreneurs are not gamblers. When they decide to 
participate in a venture they do so in a very calculated, careful and thought-
out manner. They use strategies, for example, that include getting others to 
share inherent financial and business risks with them, persuading partners 
and investors to put up money, creditors to offer special terms and suppliers 
to advance merchandise. The entrepreneur assumes the risk of success or 
failure of the undertaking. If the undertaking fails he or she runs the risk of 
suffering the loss of the capital or labour invested in the undertaking. The real 
skill is the ability to tell the difference between an acceptable and an 
unacceptable risk.  
 
Other important characteristics are motivation, positive thinking and the ability 
to handle uncertainty, role orientation, purposiveness, holistic thinking, time 
perspective, confidence, and a strong value system. It is the view of the 
researcher that students need to know these characteristics. They need to 
reflect on their own abilities, assess themselves and take the initiative to be 
entrepreneurs (Kurakto and Hodgetts, 2000).  
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2.6. SUCCESS SKILLS OF ENTREPRENEURS 
 
According to Parkinson, Owen and Revens (2001:95) the skills required by 
entrepreneurs can be classified in to three main areas, namely: technical skills, 
business management skills and personal skills, as shown in Table 2.1 below. 
Table 2.1: DIFFERENT TYPES OF ENTREPRENEURIAL SKILLS 
Technical Skills Business Management 
Skills 
Personal Skills 
Writing 
Oral communication 
Monitoring the environment 
Technical business management 
Technology 
Interpersonal 
Listening 
Organizing 
Networking 
Management style 
Coaching 
Team building 
 
Planning and goal setting 
Decision making 
Human relations 
Marketing 
Finance 
Accounting 
Management 
Negotiation 
Venture launch 
Management growth 
 
Inner control 
Discipline 
Risk taking 
Innovation 
Change orientation 
Persistence 
Visionary 
Leadership 
 
Source: Parkinson et al. (2001: 95) 
 
As shown in Table 2.1, technical skills include know-how, organizing and oral 
presentations. Business management skills include those areas involved in starting, 
developing and managing an enterprise. The final skills involve personal skills. 
Technical skills and business management skills can be enhanced through formal 
training and experience, whereas most of the personal skills are as a result of the 
influence of the external environment. The Skills Development Act (9711998) is a 
South African government intervention to enhance the skills of previously 
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disadvantaged individuals, who make up the largest portion of emerging 
entrepreneurs, through the Sector Education and Training Authorities (SETA). 
This study focuses on one technical skill (communication), three business 
management skills (finance, marketing and time management) as well as one 
personal skill (self-motivation). Entrepreneurs need these skills to manage and 
develop their organizations successfully: 
 
2.6.1. Financial management skills 
 
The most important skill an entrepreneur must have is the ability to handle money 
well. This includes how to stretch the limited start-up capital, spending only when 
needed and making do with the equipment and supplies the entrepreneur has. The 
ability to identify the best pricing structure for the business, to get the best kind of 
return for products or services, is not only important but essential for success. 
Financial skills play a major role in the running of businesses, big or small. 
Bookkeeping, estimating, invoicing, negotiating credit terms, and controlling cash 
flow are some of the financial skills an entrepreneur should be able to handle. 
Negligence of this aspect of the business may lead to recurring cash flow problems 
such as inability to purchase goods, nonpayment to suppliers and irregular payment 
of bank loans. It is obvious that with these problems no business can succeed.  
 
Success in business is not limited to those who have a lot of capital in the beginning. 
Look at the failed ‘dot-coms’, with funding of as much as $100 million. Despite their 
early liquidity, they still failed, because they were not able to manage their money 
well. These business owners bought lavish, high-tech office furniture and gave their 
chief executive officers fancy jets to fly, only to have their cash flow depleted in less 
than a year (Pleshette, 2008). 
 
Pleshette (2008) further elaborated that, if entrepreneurs are able to manage their 
cash flow well when from the start, they will be able to survive the ‘ups and downs’ of 
self-employment. The important thing is to always focus on the bottom-line. For 
every purchase, entrepreneurs need to ask themselves how much it will contribute to 
their bottom line and whether  it will  give their business anything in return financially. 
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Keeping day-to-day accounts is not necessarily the best use of the owner-manager’s 
time, as a part-time bookkeeper or accountant would probably be much more cost 
effective; however, it is still important for the owner to be able to understand the 
accounting procedures. In particular, it is essential to have a basic understanding of 
budgetary planning and control, in order to keep the business on track and to spot 
any potential problems. There may also be a need for the owner to be involved in 
credit control and debt collection. 
 
According to Grundy (2004) the following financial skills are essential for an 
entrepreneur to succeed:  
 Budgeting – the short-term planning of resources and costs to meet the 
profitability goals of the company  
 Cash flow management – the process of planning, forecasting and 
controlling long-term cash flows in order to keep the company healthy, to 
satisfy its shareholders, and to meet its liability without significant risk of going 
bust 
 Cost management – managing costs for financial and competitive 
advantage, longer term as well as short term 
 Credit control – the process of collecting debts on time and with least hassle 
 Financial planning – the process of integrating future revenue, cost 
investment and cash flow plans to produce detailed future financial projections 
 
 2.6.2. Marketing and sales skills 
 
Marketing and sales are two more important skills an entrepreneur should have 
when starting a business; a business is nothing if it has no customers. As 
entrepreneurs plan their   businesses, they must begin to think how to reach their 
target audience and the people who may need their products or service. This entails 
understanding the concept of marketing, and using the tools that the budget permits. 
An entrepreneur must have a knack for understanding what people want, listening to 
their needs, and interact well with other people (Grundy & Brown, 2004). 
. 
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2.6.2.1 Brand management 
An entrepreneur needs to understand brand management. Brand management 
ensures clarity and consistency of competitive positioning, it helps to exploit the 
economic, value-creating potential of the brand, to differentiate the company’s 
products, promotions and price premium, and to increase customer loyalty (Grundy 
& Brown 2004: 55). 
 
2.6.2.2 Customer awareness 
Customer awareness can be defined as being able to have the out-of-body 
experience of managing the customer on a segment by segment basis. It is through 
the process of customer awareness that the entrepreneur learns the skills to deliver 
superior customer value, retain customers, build market share, and gain share from 
competitors (Grundy & Brown 2004: 57). 
 . 
 
2.6.2.3 Life-cycle management 
Life-cycle management empowers the entrepreneur with skills to manage the life-
cycle of products, markets, customers, distribution channels, technologies and know-
how in order to meet, and to anticipate, market needs (Grundy & Brown 2004: 60).  
 
2.6.2.4 Market awareness 
Market awareness provides the entrepreneur with intuitive understanding of market 
needs, market changes, and why changes are occurring. Market awareness skills 
should help to prevent an entrepreneur from becoming complacent. They will 
increase readiness to change, and suggest new and exciting avenues for strategy 
development (Grundy & Brown 2004: 60). 
.  
 
2.6.2.5 Market research 
Market research is a systematic, but often intuitive method of establishing customers’ 
present and future needs, in order to match these up with one’s own products and 
services. Market research plays a major role in the success of a business. It provides 
entrepreneurs with valuable information and knowledge of the industry in which they 
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are trading. Market research diminishes the reliance on subjective perceptions of 
customer needs and it can tease out not only current, but also future and latent 
needs (Grundy & Brown 2004: 66). 
 
2.6.2.6 Product development 
Product development is the process of developing an existing or new product in 
order to satisfy existing customers’ needs better, or to meet new customers’ needs 
(Grundy & Brown, 2004) Product development helps to continually update the 
product portfolio of a business, it helps to grow the business and to achieve a higher 
margin mix of products. 
 
2.6.2.7  Sales process 
Selling is the art of facilitating the buying process, and includes the essential skills on 
which the very success or failure of business depends. It is the process of identifying 
potential customers and persuading them to buy products or services. Sales, 
promotions, pricing and public relations are some of the skills that are essential to 
marketing. Mishandling or negligence of this aspect can lead to failure.  Through 
their sales and marketing skills, entrepreneurs are able to develop good customer 
service and provide a consistently high standard Blem (2001: 80).  
 
Blem (2001: 80) has discussed the important selling and success skills an 
entrepreneur should. Figure 2.3 outline the sales process.  
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Figure 2.3: THE SALES PROCESS 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Source: Adapted by Blem from Futrell, C. 1997. ABCs relationship selling (p. 
170) (5th Ed.). Homewood, Ill: Irwin, p.170 
 
Step 1: Prospecting 
The search for new customers, and for increased business from existing ones, never 
ends. On average, almost 20 per cent of a company’s customers leave the market 
every year, so it is not surprising that prospecting is considered to be the lifeblood of 
selling (Blem, 2001: 80). Prospecting is the first step of the sales process. A prospect 
is a qualified person or business that has the potential to buy your product or service. 
 
Step 2: Pre-approach 
Once a prospect has been qualified, the next task is to gather more information. This 
process is called the pre-approach. The pre-approach can be defined as “the task of 
obtaining as much relevant information as possible regarding the prospect, prior to 
making a sales presentation” (Blem, 2001: 90). The knowledge gained during the 
pre-approach facilitates strategic tailoring of the sales presentation. If salespeople 
make sales presentations without an adequate knowledge of the problems, needs 
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and personalities of their prospects, they are basically acting as though all prospects 
were alike, which they are not.  
 
Step 3: The approach 
The approach is very important in a sales process. A buyer’s reactions in the early 
minutes of the sales presentation are critical for the success of a sale. Prospects 
chiefly observe the following aspects in salespeople: 
(i) Appearance - They should to avoid clothing colours that clash 
and instead try to wear the kind of clothing the prospect is 
wearing. In this way, salespeople will be perceived by their 
prospects to identify with them and their requirements. 
(ii) Manner - Salespeople should be enthusiastic and appear 
relaxed, while not being over-friendly or un businesslike. 
(iii) Mannerisms - It is useful for salespeople to develop the habit of 
repeating the prospect’s name.  
 
Step 4: The sales presentation 
Apart from the necessity of planning a sales presentation, it is also essential to have 
a plan for overcoming as many objections as possible while moving towards desire 
and action. First, the proposal and its benefits should be explained clearly and 
carefully. Next, the salesperson should establish the fact that what is being proposed 
will satisfy one or more buying motives, and be able to overcome, to the prospect’s 
satisfaction, any questions or objections he or she may raise. Finally, the 
salesperson should arouse such desire in the prospect’s mind for the product’s 
benefits that he or she will want to buy it Blem (2001: 80).  
 
Step 5: The trial close 
The trial close is not an actual closing technique but rather an attempt to ‘test the 
temperature’ in terms of the progress being made with the presentation. The trial 
close provides an opportunity to get feedback on whether the prospect likes the 
features, advantages and benefits being highlighted Blem (2001: 80). 
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Step 6: Handling objections 
Objections are statements or questions that indicate hesitation or an unwillingness to 
buy. Objections appear in almost every sales presentation. Some objections are 
honest and some are mere stalling for time, while others are quests for information. It 
is important for salespeople to have a positive attitude towards them and learn 
strategies to handle them Blem (2001: 187). 
 
Step 7: Closing the sale 
Blem (2001: 187) argued that few prospects volunteer orders, they have to be asked 
for their business in such a way that they come back with a ‘yes, I will buy now’ 
answer. The salesperson needs to know when to close a sale, when the prospect is 
ready, when the prospect is in the desire stage of the mental buying process. A 
person can enter the desire stage at any time during the sale presentation.  
 
Step 8: Follow-up 
Good follow-up is particularly important after making a sale; it is the sales person’s 
obligation to ensure prompt delivery and to see that the customer is completely 
satisfied in every way. Therefore a sale does not end when the order is signed. The 
ultimate aim is to have a satisfied customer.  
 
2.6.3 Communications skills  
Good communication skills are key to success in life, work and relationships. Without 
effective communication, a message can turn into error, misunderstanding, 
frustration or even disaster by being misinterpreted or poorly delivered. 
Communication is the process by which information is exchanged between 
individuals or groups of people. It is a process in which thoughts, intentions and 
objectives are conveyed clearly and accurately.  Communication is successful only 
when both the sender and the receiver understand the same information. In today's 
highly informational and technological environment it has become increasingly 
important to have good communication skills, although many individuals still struggle 
to communicate effectively (Grant, 2002). 
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Entrepreneurs need to have a high level of communication skills, both verbal and 
written, in order to inform succinctly, inspire, sell ideas. products and services, and 
persuade a wide range of audiences. These skills are required for communicating 
with partners, funders, staff, customers, colleagues and other stakeholders. 
Communications skills include those required to negotiate with financiers, funders, 
suppliers, maybe even government agencies. 
 
It would be extremely helpful if entrepreneurs possessed excellent written and oral 
communication skills to help them sell their products and services (and even more 
for solo entrepreneurs who do everything themselves).  Entrepreneurs need to 
create ‘a buzz’ about their businesses by talking to people or making presentations, 
creating advertisements or writing press releases (Grant, 2002: 20).  
 
There are important steps an entrepreneur can take to acquiring good 
communication skills:   
 Communication purpose - . 
The purpose and intent of the message should be clearly understood. 
Potential barriers, such as cultural differences or situational circumstances 
(gender, age or economic biases), should be considered, as should the 
lasting impression and desired outcome.   
Grant (2002: 22) stressed the importance of purpose in communications. 
Analyzing purpose is a key principle of communication. The overall purpose 
might be to inform, persuade or express personal or social feeling. Generally 
these purposes are not so clear-cut or mutually exclusive. They often overlap, 
so that communication may be understood as having dominant and subsidiary 
purposes, as illustrated in Figure 2.4.  
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Figure 2.4: COMMUNICATION PURPOSE 
 
 
 
 
 
 
 
Source: Grant, T. 2002. Communication @ Work. Cape Town: Oxford 
University Press Southern Africa 
 
When the purpose of communication is primarily to inform, then the facts and 
figures of the situation will be paramount and it is necessary to provide logical, 
systematically organized data with supporting evidence. When the purpose is 
primarily to persuade, strong evidence and objective facts can be relied on 
just as easily as the subjective realm. Persuasion can be defined as the 
conscious attempt by one individual to change the attitudes, beliefs or 
behaviors of another individual or group. To achieve this purpose, many 
verbal and non-verbal strategies may be adopted, as seen in Table 2.2 below. 
 
Table 2.2: PERSUASIVE STRATEGIES 
Verbal Strategies Non-Verbal Strategies 
Connotative/emotive language Images, metaphors, symbols 
Rhyme and rhythm Facial expressions and gestures 
Repetition Charts, photographs, diagrams 
Quotations Pauses 
Source: Grant, T. 2002. Communication @ Work. Cape Town: Oxford 
University Press Southern Africa 
 
 Communication style -  
When communicating, entrepreneurs should be aware of their body language 
and tone. Trust and confidence are inspired by eye contact, for example, and 
a relaxed stance may convey openness and approachability, helping even 
 
Inform 
 
Persuade 
Express 
Personal 
or Social 
feeling 
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difficult communication to flow more smoothly. Their tone of voice should be 
cooperative, non-adversarial and non-judgmental (Grant, 2002:24) .  
 
Grant (2002:24) has advised that every presentation, whether sales pitch or 
audit report, needs an introduction, a body and a close. The logical sequence 
and timing is important in a presentation and this skill is an important element 
of entrepreneurial success. The following elements should be considered:  
- Clarification of the topic 
- Statement of the importance and relevance to the audience 
- Summary of the background 
- Identification of context 
- Overview of the content and its presentation 
- Use of opportunity to build rapport and goodwill 
 
 Listening -  
It should be remembered that communication is not one-sided and that it is 
important to listen, to invite feedback and to look for clues of comprehension 
after a presentation has been delivered.  
 
 Understanding, agreement or consensus -  
A successful interchange is dependent on both parties understanding each 
other. For Grant (2002: 22), to communicate well is to understand and be 
understood. It may be necessary for the purpose of the interchange to be 
revisited in order to ensure that the message has been received as intended. 
Grant (2002: 22) emphasized the importance of entrepreneurs developing good 
communication skills and listening skills. They should be considerate of other 
speakers, process what has being said before responding, and should learn to 
understand and appreciate opposing points of view by being open-minded and 
making an effort to see things from others' perspective. They should also avoid 
communicating when in an emotional state and take time to think their position 
through before speaking. 
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Good communication skills can lead to better relationships, more career 
opportunities and increased self-confidence. These skills facilitate higher levels of 
mutual understanding and cooperation, as well as greater success in achieving goals 
(www.practicebasedlearning.org). 
Grant (2002: 37) further argued that excellent communication enhances the 
communicator’s credibility. The credibility of an entrepreneur as a speaker depends 
not so much on the content (logos) or emotional appeal (pathos) as on personal 
qualities (ethos) of his or her speech. To be persuasive, therefore, a speaker needs 
to have good sense, good moral character, and goodwill. The following table shows 
the techniques associated with each major trait of credibility: 
Table 2.3: Dimensions of credibility 
Trait Content Delivery 
Expertise/ Competence Quote sources. Give own 
expertise at appropriate 
level of specialization. Be 
accurate, well structured, 
concise and well 
substantiated (provide 
verbal and visual 
evidence). 
Dress, talk, and gesture 
with confidence. Pitch 
talk appropriately to 
audience, situation and 
purpose (tone, pausing, 
etc.). Be prepared, 
flexible, fluent, articulate, 
correct and authoritative. 
Avoid upward voice 
inflexion unless framing a 
question. 
Trustworthiness /Safety Use accurate sources 
and don’t overload. 
Timing is important. 
Deliver what you 
promise. Be logical and 
use common sense. Stick 
to your structure and 
identify, with audience. 
Shared values are 
Don’t hide hands: use 
open palm gestures, 
open stance. Do not look 
down or away. Try to 
appear relaxed, calm and 
poised. Keep voice 
reassuring, well-
modulated, and caring. 
Your whole body should 
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important, but so is 
diversity, so respect 
difference.  
communicate 
consistency. Retain a 
positive attitude towards 
your audience, never 
appear superior. 
Dynamism/ Energy Use clever, imaginative, 
but appropriate examples 
and analogies. Maintain a 
logical sequence, but be 
persuasive, even 
dramatic, if this relevant 
to your 
purpose/audience. Use 
verbal/visual variety that 
is vigorous, spontaneous, 
vivid, and active. Build 
and trace an argument 
that convinces. 
Kinetic energy is 
important. Use sincere 
movement/gestures and 
good projection. Use 
sustained eye contact 
and be aware/alert. 
Interact with your 
audience and show 
enjoyment and 
enthusiasm. Passion is 
important. The dress 
code could be important 
if it makes a statement 
(e.g. power, taste) 
Source: Grant, T. 2002. Communication @ Work. Cape Town: Oxford University 
Press Southern Africa 
 
2.6.4 Self-motivation skills 
 
Smit (2005) classified self-motivation skills under personal maturity skills which 
involves:  
 Accountability – the ability to take responsibility for resolving a problem 
 Emotional coping – emotional ability to cope with a problem 
 Inner creativity – the ability to produce a creative solution to a problem 
 
An entrepreneur should be a self-starter, an enthusiastic and energetic individual 
who is able to develop excellent relationships with stakeholders. They do not have 
others instructing them. They are responsible for all aspects of their business, from 
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funding and product development to marketing and customer liaison. Self-
confidence, focused energy and hard work, drive and commitment are all personal 
traits that can help to turn an entrepreneur’s dream of a successful business a reality 
(Smit, 2005). 
 
Self-motivation skills enhance staff management skills: the ability to supervise, 
delegate, train and motivate staff to get the best out of them. The importance of this 
is often underestimated, especially by new owner-managers who find one of the 
hardest aspects of entrepreneurship is that of delegation – trusting the staff to work 
without constant close scrutiny, so that the owner can get on with the job of running 
the business Self-motivation skills also encourage organizational skills: the ability to 
plan and organize every aspect of the business. Skills such as careful planning and 
attention to detail enable entrepreneurs to make the most productive use of time and 
resources, and to avoid costly waste (Smit, 2005). 
 
 
Zeelie, De Beer, Jacobs, Rossouw, Stapulberg and Watson (2002: 15) emphasized 
the need for entrepreneurs to have self-confidence and a positive attitude. They 
maintained that if entrepreneurs want to succeed and manage their own future, they 
also need to manage their thoughts and attitude towards others.  
“If you look and act successful with regard to your business by being positive about 
yourself and your business, people will feel positive towards you and will like doing 
business with you.” (Zeelie et al 2002:15).  
 
Nobody wants to do business with a negative person and if entrepreneurs doubt 
themselves or their businesses, they cannot expect others to believe in them. 
Entrepreneurs need to develop the self-confidence and positive behavior of an 
achiever by adopting certain principles: the use of positive affirmations, making a 
mental picture of one’s success, seeking out the positive in all circumstances, 
viewing failures as opportunities to improve and praising oneself (Zeelie et al 2002: 
23). 
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2.6.5 Time management skills 
 
The ability to plan and manage time is very important in business. Entrepreneurs 
must know how to manage time and prioritize tasks, in order for them to use their 
days effectively. This is especially so for entrepreneurs who run one-person 
operations and need to multi-task. They may be the secretary at the start of the day, 
typing all correspondences and emails, become the marketing man writing press 
releases before noon, make sales call in the afternoon, and become a bookkeeper 
before closing hours (Zeelie et al 2002: 78).  
 
Time management is about getting more value out of time and using it to improve 
quality of life. It is more than just managing time; it is about managing an individual’s 
relation to time. This is a skill few people master, but it is one that most people need. 
It is the author’ assertion that without mastery of time, success will remain elusive. 
Time management is really activity management or, indeed, life management, so 
wasting time equates to wasting one's life (Zeelie et al 2002: 78).  
. 
 
Effective time management is the basis of good personal and professional habits. It 
is a conscious decision to decide what is important and then plan time around these 
things. Everyone starts the day with 24 hours, but what is achieved within these 24 
hours depends on how well people manage their time and what their priorities are, 
whether financial, family, physical fitness or social interaction et cetera (Zeelie et al 
2002: 78).  
 
Importantly, when considering effective time management, entrepreneurs need to 
find regular times in the day when they can work uninterrupted. Perfect time 
management is not a realistic expectation. Effective time management requires an 
active clarification of priorities, which will help to bring about peace and balance. It is 
not necessarily about working harder, but rather working ’smarter’. Organization, 
priorities, attitude and choices are key contributors to effective time management.  
 
For most people, time management is the number one stumbling block to success. 
However, according to Zeelie et al (2002: 78), time management is an important skill 
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for entrepreneurs at all levels and is a most precious resource. An entrepreneur 
needs to master the skill of time management. For any entrepreneur, time means 
money. Therefore, the more effectively time is managed, the less resources will be 
wasted and the more productively the company will function. 
 
Zeelie et al (2002: 92) advised entrepreneurs with this list of techniques to improve 
their time management: 
 
 Streamline activities - Do not accept a difficult, time constrained life as that 
of being your own. Identify which tasks, especially administrative tasks, take 
relatively too much of your time and find ways of performing them more 
quickly and easily. 
 Use modern technology - In this technological age there is more than 
enough equipment available to meet specific needs and to make life easier. 
This equipment often pays for itself if the amount of time saved and the 
quality of the final product are taken into account. 
 Utilize the energy of others - Being on your own does not mean that you 
have to do everything yourself. Time that you could use to market yourself or 
to generate income should not be wasted performing those tasks that can be 
carried out by someone else. 
 Work smarter, not harder - It is easier to deal with and complete each task 
once, than return to it again later. Do not create additional work for yourself by 
pilling up those things that seem easy. 
 Establish a routine - This involves setting aside a regular time and an 
appropriate place, and devising a suitable method so that everyday tasks can 
be performed almost without thinking. Tasks that tend to be ‘ put off until 
tomorrow’, such as reconciling the cheque book, filling receipts, reading 
newsletters and dealing with correspondence, are especially applicable in this 
regard. Although routine tasks are often time consuming and boring, 
performing them quickly and efficiently ultimately gives you the freedom to 
spend additional time on more important tasks.  
 
 
61 
 
2.7 SHORTAGE OF ENTREPRENEURS IN SOUTH AFRICA 
 
Nieman (2006) mentioned that in South Africa, as in all developing countries, there is 
a shortage of entrepreneurs. South Africa has relatively few people with 
entrepreneurial qualities and abilities, although these qualities can be acquired by 
learning. This author adds that this is one of the reasons for this country’s poor 
economic performance. The reasons for this shortage of entrepreneurs can be 
ascribed to the population’s background, education and training. Their acquired 
values do not stress the importance of initiative, creativity or entrepreneurship. There 
is also a general lack of motivation, an unwillingness to assume risk, inadequate 
creativity and a lack of perseverance.  
 
In general, South Africans are not socialized or educated to become entrepreneurs, 
but rather to enter the labour market as employees (Van Aardt, Van Aardt & 
Bezuidenhout, 2002: 4). In becoming employees, they become consumers of 
existing jobs instead of creators of new jobs. This is the trend despite the very low 
labour absorption capacity of the labour market and the large pool of unemployed 
and underemployed among the economically active population. Among those people 
who become entrepreneurs, many do so because they cannot obtain employment in 
a formal sector of the economy. From this it is evident that many people who 
become entrepreneurs are not doing so because of a highly developed need to 
achieve as businesspeople, but in order to survive financially. However, among 
those who do become entrepreneurs, very few succeed, which, in turn, strengthens 
the belief that it is preferable to become an employee rather than an entrepreneur 
(Van Aardt et al, 2002: 4). 
 
 
2.8 REASONS FOR FAILURE 
  
Van Aardt et al (2002: 249) noted that anyone starting a business venture should 
pay attention to certain lessons learnt by other entrepreneurs on how a business 
should be run. The failure rates among small businesses are high but, in many 
instances, failure could have been avoided.  
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Timmins (1994:10) referred to a study conducted in the United States among small 
businesses to determine failure rates. It was found that 23,7 per cent of new 
businesses are dissolved within two years, 51,7 per cent of those remaining are 
dissolved within four years and a further 62,7 per cent are dissolved within six years. 
The major reasons were found to be the following: 
 47,7 per cent failed because of economic reasons 
 38,4 per cent failed as a result of financial troubles (including excessive debt, 
extremely high operating expenses and insufficient working capital) 
 7,1 per cent failed because of inexperience 
 3,4 per cent failed because of neglect by the owner (including poor work 
habits, business conflicts and family problems)  
 3, 7 per cent failed for various other reasons, such as disasters and fraud. 
 
Wright (1995: 48-63) identified eight major reasons why many small businesses fail. 
These are as follows: 
 Poor management skills - 
People with small businesses are often of the opinion that more cash will 
solve their business problems. They tend to negate the most critical 
requirement for business success, namely good management. It is crucial for 
business success that the entrepreneur should control a wide range of 
business functions, including marketing, research and development, financial 
management, sales, purchasing, administration, inventory control and 
production. If the entrepreneur is not able to perform these various functions 
both effectively and efficiently, the business may well fail. 
 
 Poor record keeping - 
Many businesses fail because the record-keeping system is in a state of 
disarray, leading to a situation where clients are not billed because the 
customer records are inadequate, or where bills received from suppliers are 
not paid because they have been lost, or where tax returns are filled in 
incorrectly, leading to legal problems because receipts have gone missing. 
The record system should be continuously updated to ensure that customer 
accounts are posted on time, and bills from suppliers are paid on or before the 
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due date. Furthermore, because small businesses are so dependent on being 
close to customers, good customer records are essential to ensure sound 
customer relations (Wright, 1995).  
 
 Poor money management - 
Limited finances are the cause of many cash flow problems. It is extremely 
risky to allow the available cash to drop to low levels, even when the business 
has a lot of stock or fixed assets. Also, too many people with small 
businesses cannot resist the temptation to use available money to buy a 
bigger house, a luxury car or other luxury items, only to find that they need 
this cash to ensure the survival of their business after they have spent it. 
 
 Too little effort to market the business - 
Entrepreneurs often pay a lot of attention to manufacturing and sales, but very 
little to attracting and keeping customers through marketing. It usually 
happens that, when sales drop dramatically, the entrepreneur makes some 
frantic efforts to attract people through advertising, by lowering prices or using 
‘hard selling techniques’, only to cut back on marketing when sales pick up 
again. Because of the erratic movements in the customer base of this 
organization as a result of insufficient marketing, the organization remains 
unstable throughout its life span. 
 
 Poor planning - 
Planning is required to ensure that the business remains focused by setting 
objectives, describing how these objectives will be realized and by planning 
for the future. A business without a plan can be compared to a boat drifting on 
the ocean: maybe it will reach the land (realize the objective) or maybe it will 
not. It is imperative not only that the business should formulate business and 
marketing plans, but also that these plans should be adapted continuously to 
suit changing circumstances. 
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 Poor pricing practices - 
If prices are set too high, the business will lose customers. This fact is 
reminiscent of the so-called ‘first rule’ of business: “if you do not take care of 
your customer, somebody else will”. On the other hand, very low prices may 
attract more customers but could kill the business if costing is done incorrectly 
and prices are consequently too low. 
 
 Poor human resources management - 
Many small business employees experience low levels of job satisfaction, 
however this is often not noted by management because their focus is on the 
organizational climate. In extreme cases, when high levels of job 
dissatisfaction lead to organizational conflicts, negative feeling surface. 
 
 The entrepreneur’s inability to adapt to the changing demands of a 
business - 
The role of an entrepreneur changes many times throughout the life cycle of a 
business. When it starts, the business may require only a ‘general handyman’ 
who can operate the cash register, buy stock, price the goods, do the 
marketing, produce the goods and place the products of the shelves in the 
shop. The entrepreneur usually fulfills this role. As the business grows and 
more employees are appointed, the role of the entrepreneur changes from 
‘doing’ to ‘managing’. The original entrepreneur should be able to take on an 
effective ‘chief executive’ role, delegating, organizing and leading employees 
effectively to realize the objectives of the business (Timmons, 1994:12).  
 
 
2.9 IMPROVEMENT FACTORS FOR EMERGING BLACK ENTREPRENEURS 
 
Recognition of the due importance of entrepreneurs, either in newly formed or on-
going companies, has been established (Flemmings, 2002). Most studies signal that 
stimulus should arise from government, while others point to investors and the 
private sector as the responsible groups.  Regardless, there is a puzzling question in 
terms of responsibility perceived and taken. Most governments do not satisfy private 
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internal interests, the promotion of exports or attraction of foreign investment, yet 
new and existing companies contribute to job formation and economic growth, two 
aspects regarded as a primary government responsibility. Moreover, other 
institutions are expected to contribute positively to the development and stimulation 
of job formation, including universities, policy makers, banks and venture capitalists. 
 
Studies, including those by Corman, Lussier and Nolan (2002), have examined those 
factors that encourage start-ups, including: availability of capital, cost of capital, 
attractive taxes, investment tax credit, quality of life, infrastructure, physical 
attractiveness, skilled or cheap labor, market for products, operating costs and 
culture. These factors could easily be used as policy devised mechanisms. The 
Global Entrepreneurship Monitor (GEM, 1999) browsed the Group of Seven 
industrial countries (France, West Germany, Italy, Japan, United Kingdom, United 
States and Canada), plus Finland, Denmark, and Israel, to see if there was any 
apparent correlation between their growth and entrepreneurial climate.  European 
countries with sluggish economies – France and Germany, notably – were found to 
be  in hospitable places for small business.  
 
Fleming (2002) considered the high number of obstacles to business formation and 
entry, including: a lack of business opportunities, employment security, high levels of 
risk, high cost of financing, requirement of relevant experience to obtain funding, and 
the constraint of family. Fleming (2002), concluded that the most important and 
effective contributions government can make are the provision of quality educational 
programmes at all levels, provision of a reliable infrastructure (roads, utilities and 
transportation), and an efficient and responsive administration. These criteria have 
not changed substantially in 2003. In developing countries like Nigeria (Mambula, 
2002) programmes that include tax incentives and funding have failed to provide 
positive results. Little progress has been shown in valued exports and there is still a 
low rate of business formation. Because new business formation is an important 
component of economic development, there is also the need to investigate which 
measures can promote the emergence of greater numbers of graduate 
entrepreneurs (Fleming, 2002).  
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Universities should demarcate clearly their role in societal development and 
economic growth by creating practical programmes for prospective entrepreneurs. 
These programmes could assist entrepreneurs with the tools needed to succeed, 
including how to scan the environment for opportunities, they could provide 
technology, sources of information, databases and on-the-job training. These 
activities should aim to reinforce sectors without students having to formally enroll. 
Creating mutually beneficial alliances across sectors will benefit all (Fleming, 2002). 
 
2.10 CONCLUSION 
  
This chapter reviewed relevant literature on entrepreneurship in order to understand 
the skills that are important for success. It looked at both South African and 
international perspectives on entrepreneurship, the need and the shortage of 
entrepreneurs, as well as new trends and challenges for entrepreneurs. This 
literature study also highlighted the skills and knowledge requirements for 
entrepreneurs to survive in business, and hinted at the widening gap in skills and 
knowledge between emerging and first world entrepreneurs. 
 
The literature highlighted opportunity identification as the essence of 
entrepreneurship. The literature on the opportunity identification process outlined the 
different elements of the process and showed that it requires analytical as well as 
creative skills. Indeed, the entire entrepreneurial process involves a broad range of 
skills and knowledge, both formal and tacit. As the process unfolds entrepreneurs 
also need to focus on management skills especially during the exploration phase 
(Mbadi, 2001) . 
 
The literature review on problem-solving models was undertaken to gain insight on 
the current methods of solving problems. Both the ‘breakthrough thinking’ method 
and the ‘change management’ model were reviewed in order to gain insight on the 
problems initiated by the changes taking place in the economy. The focus in the 
literature review has been on the success skills requirements for emerging 
entrepreneurship in the Western Cape. The  author’s conclusion is that financial 
management, marketing and sales, self-motivation, time management and 
communications skills are critical. This has led to the crafting of the objectives of the 
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empirical study, namely to evaluate entrepreneurial skills for emerging black 
entrepreneurs in the Western Cape, and to contribute to literature on African 
entrepreneurship. 
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CHAPTER 3 
RESEARCH DESIGN AND METHODOLOGY 
 
3.1 INTRODUCTION 
  
In chapter three, the practice of entrepreneurship in the Western Cape will be 
investigated to determine the success skills needed by emerging black 
entrepreneurs.  
 
Secondly, the opportunity identification process amongst emerging black 
entrepreneurs will be investigated to identify shortfalls in their current practice.  
 
Thirdly, this chapter discusses the research methods used to collect data for this 
study. It deals with the rationale for the chosen methodology, sampling and sources 
of data, the sample size, the research instrument (in this case, the questionnaire) 
and data processing.  
 
The investigations will be done by way of quantitative and qualitative studies based 
on information and data obtained by interviewing a selected sample of entrepreneurs 
and analyzing selected case studies on entrepreneurship in the Western Cape. 
 
3.2  SECONDARY DATA COLLECTION 
 
Secondary data is “data which has been collected by someone else and which 
already existed before the problem was identified” (Blythe 2006: 216). Although 
originally collected for other purposes, secondary data may be helpful in a research 
project (Parasuraman, Grewal & Krishnan 2004: 92). Proctor (1997: 54) maintained 
that secondary data can be useful in the following ways: 
 
  During the situation analysis stage of research, secondary data is useful to 
gain  clarity on the problem that needs to be investigated. 
  During the preliminary investigation, secondary data is useful to suggest  
methods and techniques for collecting primary data and types of data. 
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  During the data reduction stage, secondary data is useful for the  
interpretation and evaluation of primary data. 
 
 
3.3  RESEARCH DESIGN 
 
A research design forms the framework of the entire research process and ensures 
that the information obtained is relevant to the research problem. Research designs 
can be classified into three categories: exploratory, descriptive and causal (Chisnall, 
2001: 34). 
 
3.3.1 Exploratory research 
 
Exploratory research is undertaken to gain background information about the general 
nature of the research problem. It is usually conducted when the researcher does not 
know much about the problem and needs additional information (Burns and Bush, 
2006: 117). According to Tustin, Ligthelm, Martins & Van Wyk (2005: 84), the 
research methods used in this research design are highly flexible, unstructured and 
qualitative. Literature reviews, in-depth interviews, focus groups and observation are 
typical exploratory approaches. 
 
3.3.2 Descriptive research 
 
Descriptive research studies are used to answer who, what, when, where and how 
questions (Tustin et al, 2005: 86). In contrast to exploratory research, descriptive 
designs stem from substantial prior knowledge of the problem area (Chisnall 2001: 
35). The research methods used in this research design are structured and 
quantitative. Personal interviews, intercept surveys, telephone interviews and mail 
surveys are typical descriptive approaches (Tustin et al, 2005:86). Descriptive 
studies are essential in many situations. Market demand, customer profile, and 
industrial phenomena which characterize market behavior, are generally covered in 
descriptive terms (Chisnall, 2001:36). 
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3.3.3 Causal research 
 
Causal research is designed to collect raw data that enables the researcher to 
determine cause-and-effect relationships between two or more variables. It is most 
appropriate when the research objectives include the need to understand which 
variable is the cause of the dependent phenomenon (Hair, Bush & Ortinau, 2006: 
64). Experiments have the greatest potential for establishing cause-and-effect 
relationships because they enable researchers to examine changes in one variable 
while manipulating other variables under controlled conditions (Hair et al, 2006: 64). 
Considering the research objectives, the current study did not aim to investigate 
cause-and-effect relationships between variables. Therefore, this form of research 
design was not an appropriate option for the current study. 
 
3.4 QUALITATIVE AND QUANTITATIVE RESEARCH 
 
Quantitative research collects data from a large number of respondents with the 
intention of projecting the results to a wider population. However, qualitative 
research seeks insights through personal value judgments from which it is difficult to 
draw any collective general conclusions. Tustin et al (2005: 89) stated that the line 
between qualitative and quantitative research is not always clear. Some qualitative 
research generates numbers that can be statistically analysed, while others use 
semi-structured questionnaires to generate data requiring qualitative analysis. 
 
A qualitative approach is preferred to quantitative research if the purpose of the 
research is to understand a problem. Quantitative research, on the other hand, is 
more appropriate if the purpose of the research is to address a specific problem. 
Therefore, qualitative research was employed in the current study because the aim 
was to evaluate the entrepreneurial skills needed by emerging black entrepreneurs 
in the Western Cape and to provide conceptual skills that can be employed 
effectively in the market place . 
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3.5 DATA COLLECTION METHOD 
 
According to Jankowicz (2005: 220), several methods are commonly used in market 
research; the choice varies according to the nature of the research problem. The 
main methods include: 
 explicatory methods, in which researchers direct research questions at written 
sources, making judgments about the data using historical review, or at 
people, drawing conclusions based on observation; 
  case studies, in which researchers use a variety of techniques in the 
workplace setting to explore past and present issues; 
  experimental methods, in which researchers test cause-and-effect 
relationships between two or more variables; and 
  surveys, in which researchers collect large amounts of raw data from a large 
number of people using question-and-answer formats.  Surveys typically 
involve large sample sizes and allow the collection of significant amounts of 
data in an economical and efficient manner. Key advantages of surveys 
include standardisation, ease of administration, ability to uncover ‘unseen’ 
data, ease of analysis and sensitivity to subgroup differences (Burns and 
Bush,  2006: 235-236).  
 
3.6 DATA GATHERING TECHNIQUES 
 
There are four types of survey methods used to collect data: interviewer-
administrated and self-administrated paper-based surveys, and interviewer-
administrated and self-administrated computer-based surveys (Tustin et al 2005: 
143). Table 3.1 provides an overview of these survey methods. 
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Table 3.1: SURVEY METHODS 
INTERVIEWER-ADMINISTRATED              SELF-ADMINISTRATED 
Paper- Personal interviews    Mail surveys 
Based  Intercept surveys    Panel surveys 
  Telephone interviews   Drop-off surveys 
Computer- Computer-aided personal   Computer-aided self 
Based  interviews     interviews 
  Computer-aided telephone   Electronic mail surveys 
  interviews 
  Online focus groups 
 
Source: Adapted from Tustin et al (2005: 146) 
   
A questionnaire was chosen to gather primary data for the current study. Self-
administrated paper-based surveys can be classified into three types: mail, panel 
and drop-off surveys. In a mail survey, a questionnaire is delivered to selected 
respondents and returned to the researcher by mail. In a panel survey, a 
questionnaire is sent to a group of people who have agreed in advance to 
participate. However, in a drop-off survey, a questionnaire is hand-delivered to 
selected respondents and the completed questionnaires are collected by the 
researcher (Hair et al, 2006: 241-243). 
 
A drop-off survey was chosen to collect primary data for the current research. 
Entrepreneurs are generally more motivated to complete such hand-delivered 
questionnaires because they have met the researchers or their representatives. 
 
3.7 QUESTIONNAIRE DESIGN 
 
A questionnaire is a data collection instrument that includes a set of questions 
designed to generate the data necessary for accomplishing research objectives (Hair 
el al, 2006: 241). A questionnaire is an important tool in conducting surveys and 
serves five key functions: 
  It translates the research objectives into specific questions. 
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  It standardises questions so respondents respond to identical stimuli. 
  It fosters cooperation and keeps respondents motivated. 
  It serves as permanent records of the research. 
  It speeds up the process of data analysis (Burns and Bush, 2006:300). 
 
In the current research, a self-administrated questionnaire was used to obtain 
primary data from the target market. The next section explains the questionnaire 
structure, question format and pre-testing. 
 
3.7.1 Questionnaire structure 
 
Proctor (1997: 132) pointed out that a questionnaire consists of three main parts, 
namely the introduction, the body, and the basic data. The introduction is normally a 
cover letter; the body consists of questions that cover information needed to solve 
the research problem, while the basic data  includes demographic profiles of 
respondents, such as gender and age. 
 
3.7.2 Question format 
 
Two main types of questions are commonly used in surveys, namely open-ended 
and closed-ended questions (Chisnall, 2001: 138). Open-ended questions are 
unstructured and present no response options to the respondent, but rather an 
instruction to respond in his or her own words. This type of question requires more 
thinking and effort from respondents. Closed-ended questions are structured and list 
response options on the questionnaire that can be selected quickly and easily. This 
type of question reduces the amount of thinking and effort required by respondents 
(Hair et al, 2006: 430). 
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3.8 SAMPLE SELECTION 
 
Sekaran (2000: 267-268) defined sampling as “the process of selecting a number of 
elements from the population so that by studying the sample, and understanding the 
characteristics of the sample, it would be possible to generalize the characteristics to 
the population”. The next section explains the target population, sampling method 
and sample size relevant to the current research. 
 
3.8.1 Target population 
 
According to Sekaran (2000: 267-268), a target population is “the entire group under 
study as specified by the research objectives”. It is essential to define the target 
population precisely since failure to do so will lead to the ineffective solving of a 
research problem.  
 
This research incorporates a collection of questions from a number of different 
respondents within the target population. The demographic of this target population 
is outlined below: 
 57 interviews were conducted in the Cape Metropolitan area 
 The sample included black, coloured, Indian and white respondents 
 The sample included both men and women, in ratios proportionate to the 
population 
 All interviews were conducted using random suburb sampling to obtain 
representative samples 
 
3.8.2 Constraints imposed on this study 
 
 Respondents were required to be black (Coloured, Indian. African)  and   
owning and actively running a business 
 Due to financial and time constraints, only Cape Metropolitan area 
respondents were interviewed.  
 Formal/informal dwelling quotas (blacks only) 
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Table 3.2: SAMPLE BREAKDOWN BY ETHNIC GROUP AND AREA 
Areas Black Coloured Indian White Total 
Atlantis - 1 -  1 
Bellville 2 5 -  7 
Cape Town 1 4 1  6 
Edgemead 2 - - - 2 
Goodwood 1 2 -  1 
Gugulethu 4 - - - 4 
Maitland 1 3 - - 2 
Milnerton 3 3 1 3 10 
Mitchelsplein - 1 - - 1 
Mowbray 1 2 - - 1 
Parklands 1 - - - 1 
Retreat - 7 - - 6 
Rondebosch 2 5 - - 5 
Wynberg - 1 - - 1 
Total 18 34 2 3 57 
Source: Researcher’s own construction 
 
Table 3.3: A TYPICAL SAMPLE PROFILE 
AGE 20-30 years 30-40 years 40-50 years 50+years 
5%  22% 56% 17% 
Source: Researcher’s own construction 
 
3.8.3 Sampling method 
 
According to Tustin et al (2005: 344), the alternative sampling methods can be 
grouped under two headings, namely, probability sampling methods and non-
probability sampling methods.  
 
Probability sampling is an objective procedure in which the probability of selection is 
known in advance for each population unit (Parasuraman et al, 2004: 360). There 
are four probability sampling methods: simple random sampling, systematic 
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sampling, stratified sampling and cluster sampling. Because of the complexity of 
probability sampling and also because of time constraints (which would have made it 
impossible to communicate with a large number of pre-identified respondents), 
probability sampling methods were not considered appropriate options for the current 
study. 
 
Non-probability sampling is a subjective procedure in which the probability of 
selection of each population unit is unknown (Parasuraman et al, 2004: 360). There 
are three non-probability sampling methods: convenience sampling, judgement 
sampling and quota sampling. Blythe (2006: 730) defined quota sampling as 
“selecting respondents according to a set of certain characteristics, such as 
demographics”. Sekaran (2000: 279) suggests that “quota sampling be considered 
as a form of proportionate stratified sampling on a convenience basis”. The greatest 
advantage of quota sampling is that the size of the group in the sample is 
proportionate to the size of that group in the population. However, since quota 
sampling has a non-probability nature, the representativeness of the sample cannot 
be measured.   
 
3.8.4 Sample size 
 
Sample size can be determined either by using statistical techniques or through 
some rules of thumb. Rules of thumb are used when a person knows from 
experience what sample size to adopt (Aaker et al, 1998: 405). Sekaran (2000: 296) 
listed a set of rules of thumb which can be employed to determine sample size: 
  Sample sizes larger than 30 and smaller than 500 are appropriate for most 
research. 
  Where the sample is divided into sub-samples, a minimum sample size of 30 
per sub-sample is required. 
  In multivariate research, the sample size should be at least 10 times as large 
as the number of items to be analyzed. 
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3.9 DATA ANALYSIS 
 
The aim of statistical analysis of collected data is to make sense of the raw data so 
that valid conclusions and recommendations can be drawn. In this study, there were 
four steps in the statistical analysis: preliminary preparation, reliability and validity 
analysis, descriptive analysis, and inferential analysis. These steps are explained 
below. 
 
3.9.1 Preparing the data for analysis 
 
The raw data obtained from completed questionnaires had to undergo preliminary 
preparation before analysis using statistical techniques could begin. The quality of 
the findings obtained from statistical analysis and their subsequent interpretations 
depend largely on how well data is prepared. The major data preparation techniques 
include data editing, data coding, and data capture (Aaker et al, 2007: 432-433; 
Miller, Acton, Fullerton & Maltby, 2002: 38-51). 
 
The editing process involves inspecting and correcting omissions, ambiguities and 
errors in the responses. When such problems are identified, two alternatives are 
available, namely edit-in and edit-out. The edit-in approach focuses on going back to 
the respondent, if he or she is identified, or having questionnaires completed by the 
editors if it is possible to infer the answer from other questions. However, the edit-out 
approach focuses on discarding unsatisfactory parts of the questionnaire, or 
discarding the entire unsatisfactory questionnaire if 25% or more of the questions are 
unclear or incomplete (Tustin et al, 2005: 456). The coding process entails preparing 
the data for entry into a computer file by converting the information into numerical 
values. These are then captured into a computer package for manipulation by means 
of a statistical software programme (Miller et al, 2002: 41). 
 
3.9.2 Reliability and validity analysis 
 
Aaker et al (2007: 306-310) stressed that all measures used in market research must 
be accurate. An accurate measure is both reliable and valid. Reliability and validity 
are concerned with the credibility of the research findings. 
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3.9.2.1 Reliability of research instrument 
 
A reliable research instrument is one in which a respondent responds in the same or 
a very similar manner to an identical question at different times under different 
conditions (Burns and Bush, 2006: 290). There are three basic methods for 
establishing reliability: test-retest, split-half, and internal consistency. The test-retest 
method repeats the measurement with the same instrument and the same 
respondents on two separate occasions and then correlates the results; the split-half 
method divides the items into two equal halves and then compares the results; 
internal consistency establishes which items are homogenous and measures the 
same underlying construct (Aaker et al, 2007: 308). 
One of the most commonly used indicators of internal consistency is Cronbach’s 
alpha coefficient. The generally agreed lower limit for Cronbach’s alpha coefficient is 
0.70 (Pallant, 2001: 85). The Cronbach’s alpha coefficients calculated in this study, 
as a method of assessing the reliability of the questionnaire, ranged from 0.673 to 
0.933. The reliability tests are discussed in more detail in Chapter 4.  
 
However, while reliability is necessary, it is not a sufficient condition for validity. It is 
possible to have perfectly reliable measurements that are invalid (Aaker et al, 2007: 
308; Burns and Bush, 2006: ). Therefore, it is also necessary to measure the validity 
of the research instrument. 
 
3.9.2.2 Validity of research instrument 
 
A research instrument has validity if it measures what it is supposed to measure. 
There are three basic approaches to examining the validity of research scales, 
namely convergent, discriminate and construct validity. Convergent validity can be 
established through high correlations between the measure of interest and other 
measures that are supposedly measuring the same concept. Convergent validity can 
be subdivided into three groups: face, content and criterion validity. In contrast, 
discriminate validity can be established through low correlations between the 
measure of interest and other measures that are supposedly not measuring the 
same concept. Construct validity can be established by testing whether or not the 
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measure confirms hypotheses generated from the theoretical logic (Burn and Bush, 
2006: 290). 
 
There are three stages in conducting exploratory factor analysis. Firstly, the 
suitability of the data for factor analysis is assessed by taking two statistical 
measures into account, namely the Kaiser-Meyer-Olkin (KMO) measure of sampling 
adequacy and the Bartlett’s test of sphericity. The Kaiser-Meyer-Olkin value should 
be 0.60 or more and the Bartlett’s test of sphericity should be significant (p<0.05) for 
a good factor analysis (Pallant, 2001: 153). 
 
Secondly, factor extraction is executed to determine the factors that can best 
represent the underlying correlations among the items. Principal Component 
Analysis (PCA) is the most commonly used technique for extraction, while Kaiser’s 
criterion (eigenvalue=1.00 or more) is the most commonly used technique for 
identifying the number of factors (Pallant, 2001: 154). Finally, the extracted factors 
are rotated to maximize the correlations among the items and present the pattern of 
loadings in a more interpretable manner. There are two basic rotation approaches, 
namely orthogonal and oblique. The former assumes that the extracted factors are 
unique to each other, while the latter assumes that the extracted factors are related 
one to another. The higher the loading, the more important the item is to that factor. 
Normally, an item loading of 0.44 or more is considered to be significant (Miller et al, 
2002: 179-180; Pallant, 2001: 155).  
 
3.9.3 Descriptive analysis 
 
Descriptive analysis aims to provide a summary of the sample in terms of the 
variables of interest (Tustin et al, 2005: 103). According to Antonius (2003: 9), 
descriptive statistics include measures of central tendency (mean, median and 
mode), measures of dispersion (range and standard deviation), and measures of 
position (quartiles, deciles and percentiles). 
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3.9.4 Inferential analysis 
 
The purpose of inferential analysis is to draw conclusions about a whole population 
on the basis of information that has been collected from a sample. There are two 
main techniques in inferential statistics, namely estimation and hypothesis testing 
(Antonius, 2003: 161). Estimation utilises a sample statistic to estimate the 
corresponding population parameter. The sample statistics could either be used as a 
point estimate or an interval estimate. Hypothesis testing, on the other hand, aims to 
examine whether a particular proposition concerning the population is likely to hold. 
It is important to select an appropriate statistical technique for hypothesis testing 
(Tustin et al, 2005: 583). 
 
3.10 RATIONALE FOR THE CHOSEN METHODOLOGY 
  
The methodology chosen was a case study, in line with the purpose of the study.  
Questionnaires were used to collect data. According to Mouton (2001: 49), a case 
study is usually qualitative in nature and it aims to provide an in-depth description of 
a small number (less than fifty). A case study is a detailed examination of one 
setting, a single subject, a single deposition of documents, or a particular event. It 
makes use of questionnaires to collect data. Questionnaires are qualitative but also 
include quantitative techniques. Bell (1993: 63) stated that methods are selected 
because they will provide the data required to produce a complete piece of research. 
 
3.11    SAMPLING AND SOURCES  OF  DATA 
  
The sampling of entrepreneurs were chosen from the retail industry, electrical, 
construction industry, financial services, and industrial and power generating  
industry sectors. The black entrepreneurs were from ventures that had been in 
existence for at least five years in the case of in small, medium and micro 
enterprises (SMMEs), and at least three years in the case of emerging 
entrepreneurs. The geographical location of the sample was the Cape Metropole of 
the Western Cape, since this was the most economical and viable option. The 
magnitude of a provincial or national survey would have been too lengthy and 
tedious for the parameters of this research. The research excluded small pavement 
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vendors because it focused on specific sectors of industry. In the final analysis, a 
total of 51 entrepreneurs in small, medium and micro enterprises formed the sample 
population.  
 
3.12   THE RESEARCH INSTRUMENT 
   
One type of research instrument was designed for this study. The tool was designed 
for the purpose of collecting quantitative data. This was done with the use of a 
structured interview questionnaire for the purpose of determining the differences in 
the biographic, skills and knowledge profiles between emerging black entrepreneurs 
and established first world entrepreneurs. 
 
3.12.1 Contents of the quantitative research questionnaire 
 
The contents of the quantitative research questionnaire were chosen to highlight the 
differences in biographic characteristics, sources of business ideas, levels of 
creativity, skills and knowledge, educational qualification levels, access to resources, 
levels of motivation, and influence of networks between emerging black 
entrepreneurs and established entrepreneurs. Essentially, this study set out to 
discover success entrepreneurial skills needed by emerging black entrepreneurs in 
the Western Cape.  
 
The data used in this study was obtained by a self-completion questionnaire.  The 
questionnaire was sent via e-mail to entrepreneurs in different areas of the Western 
Cape. The structured questionnaire was used as the primary data collection tool 
selected for this study. The same questions were asked, in the same sequence, of 
all interviewees to ensure uniformity throughout. By employing this method, it was 
felt the information would be more objective and unbiased. The interview was 
defined by the constraints of the questionnaire comprising questions as listed in the 
appendix. A sample of the quantitative research questionnaire is also attached as 
Addendum A.  
 
 
 
82 
 
3.12.2 Guidelines for the qualitative research 
 
In order to gather information and gain insight on the way the entrepreneurial 
process is conducted by emerging entrepreneurs, the following aspects of the 
selected case study were examined: 
 the influence of sociological factors on entrepreneurship in the Western Cape; 
 the influence of psychological factors on entrepreneurship in the Western 
Cape; 
 the influence of economical factors on entrepreneurship; 
 the influence of market changes on township entrepreneurship; 
 the opportunity, identification, evaluation and exploration processes. 
 
3.13    PURPOSE OF THE RESEARCH 
  
The goals and objectives of the empirical study are as follows: 
 to investigate the influence of the external environment on Western Cape 
entrepreneurship; 
 to investigate the influence of sociology on Western Cape entrepreneurship; 
 to investigate the level of creativity amongst Western Cape entrepreneurs; 
 to investigate the differences in the practice of entrepreneurship between 
emerging black entrepreneurs and established world entrepreneurs; 
 to investigate the differences in the levels of skills and knowledge between 
emerging Black entrepreneurs and established world entrepreneurs; 
 to identify the shortfalls in entrepreneurial skills and knowledge of emerging 
black entrepreneurs; 
 to lay the foundation for the development of interventions that could minimize 
the skills and knowledge gap and promote entrepreneurship in the Western 
Cape. 
 
Furthermore, the purpose of the research was to test the hypothesis that the lack of 
success entrepreneurial skills is the main reason many small, medium and mictro 
enterprises fail in the Western Cape. The lack of management skills in small 
ventures is one of the key factors why these ventures fail, as is the difficulty with 
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which the business person has to contend when it comes to handling hindrances to 
business start-ups. These problems are seen to be the main contributing factors to 
the failure of emerging black entrepreneurs in the Western Cape.  
 
The survey was done among black entrepreneurs to determine their levels of 
experience and the current proficiencies of their entrepreneurial skills. It also focused 
on the characteristics needed and the challenges faced by emerging entrepreneurs 
in this region. 
 
3.14 CONCLUSION 
  
This chapter has discussed the research design and the method that was used to 
collect the data that would answer the research questions pertaining to the study. It 
also described the processes that were followed in administering questionnaires. 
One data collection method was used, namely, the questionnaire. The next chapter 
presents the data that was collected and the analysis thereof. 
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CHAPTER 4 
FINDINGS AND DATA ANALYSIS 
 
4.1 INTRODUCTION 
  
This chapter presents an analysis of the data obtained from the questionnaire. It has 
been analyzed and presented according to the themes explored in the 
questionnaires, and includes qualifications, experience, age, gender and skills levels. 
 
4.2 RESULTS OF THE RESEARCH  
 
The results of the research are as follows:  
 
4.2.1 Economic sector 
 
This section sought to identify the economic sector of the respondents.  
 
 
 
 
 
Of the respondents interviewed, 53 per cent were in the retail economic sector, 26% 
were service providers and 21% were in the wholesale industry. It is interesting to 
Wholesale,  
21% 
Retail,  53% 
Service 
provider,  26% 
Economic  Sector 
Figure 4.1: ECONOMIC SECTOR 
 
Source: Researcher’s own construction 
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note that most emerging entrepreneurs were in retail. This could be attributed to an 
easier entrance into this sector than into the others.  
 
4.2.2 Age 
 The average age of entrepreneurs in the Western Cape was determined, as the 
study sought to relate this fact with an assumed level of understanding of the 
concept of entrepreneurship, based on their age, qualification and experience. Fifty-
six per cent of the entrepreneurs were in the age range 41-50 years, 22 per cent 
were between 31-40 years and 17 per cent were older than 50 years. 
 
 
 
 
 
 
 
 
 
 
 
 
Number, 20-
30,  5% 
Number, 31-
40, 22% 
Number, 41-50,  
56% 
Number, above 
50 years,  17% 
Respondent Age 
Source: Researcher’s Own Construction 
Figure 4.2: AGE OF RESPONDENTS 
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4.2.3 Gender  
Of the sampled population, 11 per cent were female and 89 per cent were male.   
 
 
 
 
 
4.2.4 Education level and entrepreneurship training 
 
The literature study has highlighted that the level of education attained by an 
entrepreneur influences his or her performance as an entrepreneur (Dixon, 
1999:146; GEM, 2002: 26). The educational qualification profiles of the sample of 51 
entrepreneurs selected for the purpose of this research are presented in Figure 4.4.  
 
Of the interviewed respondents, 61 per cent had tertiary qualification and have 
received formal training on entrepreneurship. This question was asked to gauge the 
extent to which the entrepreneurs understood the concept of entrepreneurship and 
their ability to exercise what they had learnt in their ventures. 
 
 
Number, Female, 
, 11% 
Number, Male,  
89% 
Respondent Gender 
Female
Male
Source: Researcher’s Own Construction 
Figure 4.3: RESPONDENTS’ GENDER 
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4.2.5 Understanding of entrepreneurship 
  
Almost all the respondents had a fair understanding of the concept of 
entrepreneurship. They knew why they were in business and what they wanted to 
achieve. It is important for emerging entrepreneurs to understand what 
entrepreneurship is all about. Entrepreneurship is a central ingredient in economic 
growth, it serves as a critical spur for the commercial introduction of new goods and 
services, as well as the opening of new markets to innovations (Hamilton, 2000). 
 
4.2.6 Skills levels 
 
The question was posed to gauge each entrepreneur’s level and understanding of 
the reviewed success entrepreneurial skills. Entrepreneurs tend to start ventures that 
build on specific skills they've already developed, and knowledge they have already 
acquired in a certain occupation or industry, for example, auto repair. But all 
entrepreneurs tend to share other, more general, skills such as communication, team 
building, and creative thinking skills. Table 4.1 below was designed to find out how 
well the respondent emerging entrepreneurs had developed the skills that successful 
entrepreneurs tend to use to start and grow their businesses.  
 
National Diploma, 
, 22% 
Degree, 22% 
Honours Degree, 
11% 
Masters Degree,  
6% 
Other  ,  39% 
Respondents' Education Levels 
Source: Researcher’s own construction 
Figure 4.4: EDUCATION LEVELS 
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Table 4.1: SKILLS LEVEL 
Skill Not  
Developed 
Beginner Quite 
 Capable 
Very  
Capable 
Financial management 
(I know how to manage cash flow 
and how to read a bottom line) 
15 19 8 9 
Marketing (selling) 
(I know how to sell and can describe 
what selling involves) 
7 11 20 13 
Communication (writing) 
(I produce accurate, clear, error-free 
writing) 
1 12 13 21 
Communication (oral) 
(I speak and present clearly and 
effectively) 
3 8 12 29 
Self-motivation 
(I set priorities and organize to 
achieve them) 
19 15 13 4 
Time management  
(I get more value out of my time) 
21 15 13 5 
 
Source: Researcher’s own construction 
 
Under the entrepreneurial skills section of the questionnaire, a question was posed 
to ascertain whether the respondent had the required success entrepreneurial skills. 
Eighty per cent of the respondents had the necessary skills (financial management, 
sales and marketing, communication, self-motivation, and time management), but 
further indicated that their major challenge was in obtaining finance. Successful 
entrepreneurs require good ideas, good networks, and access to capital (Hamilton, 
2000). 
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4.2.7 Characteristics of entrepreneurs 
 
Respondents were required to rate some of the characteristics of entrepreneurs in 
terms of whether they were: important, not important or not necessary. The aim was 
to examine whether the respondents believed that there are personality traits 
associated with entrepreneurship. The characteristics chosen were: decision maker, 
master of their financial destiny, organized, independent and self-confident,  hard 
worker,  creative and innovative,  visionary,  small business background, able to deal 
with rejection and criticism,  specialized business ability from experience or 
education, determined and persistent, one who can see how all the parts fit together,  
and calculated risk takers. All respondents (100 per cent) rated all the characteristics 
listed as important.  
 
Table 4.2: CHARACTERISTICS OF ENTREPRENEURS 
Characteristics of Entrepreneurs 
Order of 
importance 
Are hard workers. 1 
Are decisive decision makers  2 
Are determined and persistent 3 
Want to be master of their financial destiny 4 
Are organized, independent and self-confident 5 
Are visionaries 6 
Have specialized business ability from experience or 
education 7 
Are creative and innovative 8 
Can see how all the parts fit together 9 
Come from a small business background 10 
Enjoy taking charge 11 
Can take criticism and rejection 12 
Enjoy calculated risk taking 13 
Source: Researcher’s own construction 
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4.2.8 Challenges facing entrepreneurs 
 
This question was asked to ascertain challenges facing entrepreneurs in the 
Western Cape. It was interesting to note that all respondents (100%) had “lack of 
capital” as the main challenge faced by entrepreneurs. The other challenges were: 
inadequate market research, lack of management skills and lack of training in 
entrepreneurship, cash flow shortages and incorrect sales forecasts.  
 
4.2.9 Success entrepreneurial skills 
 
The respondents were asked to name five entrepreneurial skills they thought were 
needed by black entrepreneurs in the Western Cape.  
 
 
 
 
 
Most (67 per cent) of the respondents were very quick to name financial 
management skills as the most important skill entrepreneurs need.  Marketing skills 
and time management skills were next. Nearly all (95 per cent) of the respondents 
mentioned self-motivation skills last.   
 
Finacial 
Management 
Skills, 67% 
Marketing Skills, 
11% 
Communication 
Skills, 5% 
Self-
Motivation 
Skills,  6% 
Time Management 
Skills,  11% 
Success Skills 
Source: Researcher’s own construction 
Figure 4.5: SUCCESS SKILLS 
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4.3 CONCLUSION 
 
This chapter presented the data collected from the surveyed respondents. The 
results presented statistics on the economic sector most preferred by emerging 
entrepreneurs in the Western Cape, the average age, gender, qualification level, 
skills level, challenges faced by entrepreneurs, as well as the characteristics that 
define entrepreneurs.  
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CHAPTER 5 
CONCLUSIONS AND RECOMMENDATIONS 
 
5.1 INTRODUCTION 
  
This chapter presents a summary of the research findings and also presents 
conclusions and recommendations in the light of the findings.  
 
5.2 RECOMMENDATIONS 
 
On the strength of the research findings and the literature reviewed in this study, this 
section presents the following recommendations:  
 
5.2.1 Economic sector 
 
The results of the findings indicated that none of the respondents were in the 
manufacturing sector. The reason for this may be attributed to a lack of start-up 
capital and the lack of skills to venture into the manufacturing sector.  Most of the 
respondents were in the retail, wholesale and service provider sectors.  
 
The government of the Western Cape needs to educate and equip entrepreneurs to 
venture into manufacturing. Manufacturing ventures are encouraged by government 
since they play a significant role in economic development and job creation. Most of 
the governmental finance institutions are geared to support manufacturing and job 
creation in this sector. Emerging black entrepreneurs in the Western Cape need to 
be encouraged to get more involved in the main stream economy. They also need 
the appropriate success entrepreneurial skills to be successful.  
 
South Africa has developed and established a diversified manufacturing base that 
has shown its resilience and potential to compete in the global economy. The 
manufacturing sector provides a locus for stimulating the growth of other activities, 
such as services, and for achieving specific outcomes, such as employment creation 
and economic empowerment. Manufacturing is important to South Africa. It 
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contributes more than 18.5 per cent of the national gross domestic product (GDP), 
over half of all exports and is the second largest employer (South Africa, 2003).   
 
5.2.2   Average age  
 
The data presented shows that more than 50 per cent of the sample size was in the 
age bracket of 41-50. Almost 17 per cent of the sample’s entrepreneurs were those 
that were still novices in their market segment, but did not want to work for an 
employer. Twenty-five per cent of those entrepreneurs who had started their 
business between the ages of 40-49, had already established themselves. It is also 
noteworthy that the majority had working experience in other businesses not 
necessarily related to their current business before starting their own ventures.  
 
In order to cultivate a new breed of entrepreneurs, a more focused approach towards 
entrepreneurship should be adopted at grassroots level. Entrepreneurial subjects 
and life skills should be introduced at school level.  
 
5.2.3 Gender  
 
The results show that 11 per cent of the sampled population were female 
entrepreneurs, who had ventured into a relatively unknown field from their past 
working experience. Some (7 per cent) of the female respondents were drawn into 
businesses in order to fulfill the government B-BBEE scorecards. The remained 89 
per cent comprised the male ownership of the sampled population. It is interesting to 
note that in the male dominated business environment in the Western Cape, more 
and more female entrepreneurs are starting their own businesses.  
 
Bursaries and training programmes should be offered to encourage more female 
participation in different market sectors in the Western Cape. The correct cultivation 
of a new breed of entrepreneurs should commence at grassroots level. A more 
focused approach towards entrepreneurship should be adopted and aimed at both 
sexes. This approach should focus on teaching women the understanding of what it 
is that drives entrepreneurs, how they identify and asses business opportunities and 
how to enter the business world. 
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5.2.4   Education and entrepreneurial training 
 
The research showed that although 40 per cent of the entrepreneurs interviewed had 
some form of formal education, very few (9 per cent) had formal education and 
training in entrepreneurship. 
 
The subject of entrepreneurship needs to be introduced early, at high school level.  It 
has been argued that the students at this level are mature enough to be taught  
basic management skills in business and introductory studies to entrepreneurship. 
These will empower them with success entrepreneurial skills that will enable them to 
run businesses even if they do not enter tertiary institutions after leaving school.   
 
Furthermore, entrepreneurship training should be strongly encouraged to emerging 
entrepreneurship and entrepreneurs-to-be. Entrepreneurship is accepted as one of 
the instruments able to generate prosperity in a rapidly changing environment. It 
leads to job creation. Entrepreneurs are defined as engines that drive the production 
process.  
 
The South African government needs to promote an entrepreneurial revolution and 
support existing entrepreneurs. Universities need to strengthen their products in 
terms of entrepreneurship. The main focus should be on the sustainability of newly 
formed ventures and how their growth can be supported. Laws and regulations 
should not be an impediment to operating; instead, a move to intensified 
entrepreneurial orientation should be adopted. 
 
5.2.5    Characteristics of entrepreneurs 
 
The characteristics of entrepreneurs, discussed in this study, should be used by 
emerging and aspiring entrepreneurs to gauge whether they have what it takes to be 
successful.  
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5.2.6   Challenges facing entrepreneurs 
 
From the literature review as well as the research findings, it is evident that there are 
a number of challenges faced by entrepreneurs. These challenges cannot be ignore 
because they have the power to discourage up-and-coming entrepreneurs who want 
to play a significant role in building the Western Cape economy. The challenges 
were: lack of start-up capital, inadequate market research, lack of management skills 
and lack of training in entrepreneurship, cash flow shortages and incorrect sales 
forecasts. 
   
5.2.7   Success entrepreneurial skills 
 
From the review of literature, the following important points about entrepreneurship 
emerged:  
 The most important skill an entrepreneur must have is the ability to handle 
money well. This includes knowing how to stretch limited start-up capital, 
spending only when necessary and making do with the equipment and 
supplies that the entrepreneur already has. 
 Skills in marketing and sales are also critical for an entrepreneur when 
starting a business; a business is nothing if it has no customers.  
 Communication skills are key to success in life, work and relationships.  
 An entrepreneur should be a self-starter, enthusiastic and an energetic 
individual who is able to develop excellent relationships with people.  
 The ability to plan and manage time, and to prioritize tasks, is very important 
in business. .    
 
These five entrepreneurial skills (financial management, sales and marketing, 
communication, self-motivation, and time management) are critical for emerging 
black entrepreneurs in the Western Cape to be successful. Entrepreneurial 
education programmes that teach these five entrepreneurial skills should be 
introduced at school level to prepare and groom entrepreneurs.  
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Management skills, too, need to be continuously expanded and improved in the 
entrepreneur. Reading programmes, or attendance at a management course, should 
be encouraged, to assist the entrepreneur in acquiring more knowledge about 
aspects of management.  
 
Lastly, the entrepreneur could consider a business partner, not only to add essential 
management skills to the business, but also to relieve work pressure and inject 
money (paid by the new partner) as working capital into the business.  
 
5.2.8 Changing attitudes of entrepreneurs from resistance to commitment 
 
As government endeavours to promote entrepreneurship, the problem of resistance 
to change should also be addressed, first by identifying the pockets of resistance 
and their levels (passive, active or aggressive) and then by exposing resistant 
emerging entrepreneurs to the process of change management.  
 
5.2.9 Creating a high level of commitment amongst emerging entrepreneurs 
 
The low level of awareness of government policies to promote entrepreneurship 
amongst township entrepreneurs is an indication of their low level of commitment. 
Continuously involving entrepreneurs in public debate on entrepreneurship, in setting 
goals for its promotion getting their input on the way forward, will raise their level of 
commitment. The Department of Trade and Industry, the private sector and the 
various Chambers of Commerce have all got a role to play in this respect. 
 
5.2.10 Investing in knowledge, skills and training 
 
To spur innovation and equip emerging entrepreneurs to succeed in the ‘new 
economy’, the government should invest more in the knowledge infrastructure of the 
21st century, including world class education, training and lifelong learning, science, 
technology, technology standards, and other intangible public goods. Skills training 
should focus on technical, business management and personal skills; the focus 
should be not only on formal but on tacit skills as well. 
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5.2.11 Empowering emerging entrepreneurs with information technology tools 
The South African government should ensure that the benefits of innovation and 
change are spread broadly. This will require all camps of entrepreneurs, including 
those engaged in the informal sector, to have access to the tools and resources they 
need to get ahead and stay ahead. As the economy becomes increasingly volatile 
and knowledge based, success for entrepreneurs will, more than ever, be 
determined by the ability to learn and adapt. The South African government needs to 
counterbalance the tendency towards the division of society around learning and 
skills. 
 
Information technology is an increasingly important driver of the economy (and a 
determinant of worker skill requirements), and an increasingly vital tool with which to 
access information and participate in business. Government needs to enable 
widespread access to information by ensuring that public libraries, schools, 
community centres and local business service centres in all regions of the country 
are connected to the Internet and that all camps of entrepreneurs have the skills they 
need to use the technologies. A similar recommendation to make technology more 
accessible to township entrepreneurs is made in the GEM report (GEM, 2002: 36). 
 
5.2.12 Creating a motivating entrepreneurial climate amongst emerging Black 
entrepreneurs. 
 
A motivating climate can be created by ensuring that negative factors, such as tax 
policies, are minimized in the business environment. As this climate is a dynamic 
phenomenon it should be continuously surveyed to ensure that negative factors in 
the environment are detected early. 
 
5.2.13 Implementation 
 
Recommendations of policies and programmes could be implemented at the three 
tiers of Government: national level (Department of Trade and Industry), provincial 
level (Small, Medium & Micro Enterprises Desk), and local municipal level (Local 
Economic Development). This will ensure that there is a high level of commitment 
from all role players. Rather than just implementing policies passed by national 
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structures, all stakeholders should participate in the design of policies. For the 
solution to be holistic, the private sector as well as the business chambers of 
commerce need to be involved in both the strategic as well as the implementation 
processes. 
 
5.3. CONCLUSION 
 
In this research paper, Chapter 1 focused on the introduction of the study and brief 
literature on entrepreneurship. The chapter looked at the problem statement with the 
objective of answering the main problem and sub problems. In order to develop a 
research strategy to deal with and solve the main problem, the following questions 
were identified:   
  
 Why are entrepreneurial skills necessary for emerging black 
entrepreneurs? How can emerging black entrepreneurs utilize their 
entrepreneurial skills to develop competitive advantage? Does the 
Western Cape need to build competitive and sustainable businesses?  
 What entrepreneurial skills do the current black entrepreneurs have?  
 What can be done to facilitate skill develop amongst emerging black 
entrepreneurs? How can the results obtained from the resolution of the 
above sub-problems be integrated in entrepreneurial skills for emerging 
black entrepreneurs in the Western Cape?  
 
The findings from this research identified specific entrepreneurial success skills 
needed by emerging entrepreneurs in the Western Cape. 
 
Chapter 2 focused on a detailed literature review, which highlighted that, for 
emerging entrepreneurs in the Western Cape to be successful and build sustainable 
businesses, the following entrepreneurial skills need to be mastered. 
 financial management skills 
 marketing and sales skills 
 communication skills 
 self-motivation skills 
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 time management skills 
 
Chapter 3 dealt with the research design and the data collection method, namely, the 
questionnaire.  
 
Chapter 4 presented and analyzed the results emanating from the questionnaire 
responses. These were presented as statistics on the economic sector most 
represented by emerging entrepreneurs in the Western Cape, their average age, 
gender, qualification and skills levels, the challenges they faced, as well as the 
personal characteristics that exemplify these entrepreneurs.  
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APPENDIX A 
Quantitative Research Questionnaire 
 
 
Ezekiel Vilakazi 
       MBA Student 
       NMMU Business School  
       Tel: 072 6277 114 
       Fax: 086 615 9893 
       e-mail: 
evilakazi@njabulocables.co.za 
 
Dear Sir/Madam, 
 
SUCCESS SKILLS: A STUDY OF EMERGING BLACK ENTREPRENEURS IN 
THE WESTERN CAPE – A Research Project 
 
Kindly complete the attached questionnaire and send it to me at the above address 
after completion.  
 
I am undertaking a study on an evaluation of entrepreneurial skills needed by 
emerging black entrepreneurs in the Western Cape as a university programme in 
partial fulfillment of the requirements for the degree Master of Business 
Administration that I am doing with the Nelson Mandela Metropolitan University.  
 
All replies are treated in the strictest confidence and the information will be used 
solely for our research and no other purpose.  
  
As such it will take approximately 20 minutes to complete. I appreciate the time and 
commitment invested on your part. A summary of the findings will be sent to all 
interested respondents once completed. 
 
Please submit your response via fax to 086 615 9893 or via e-mail to 
evilakazi@njabulocables.co.za before or on 30 September 2011. If you have any 
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queries about the questionnaire or the research project in general, please do not 
hesitate to contact me at the above details. 
 
I look forward to receiving your response. 
 
Yours sincerely 
 
 
Ezekiel Vilakazi 
MBA STUDENT 
NELSON MANDELA METROPOLITAN UNIVERSITY 
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THIS SECTION ASKS FOR PERSONAL PARTICULARS. 
Please supply the following information.  
1.1 In which town in the Western Cape is your organization situated? 
TOWN MARK WITH X  TOWN MARK WITH X 
Cape Town 1  Stellenbosch 6 
Knysna  2  Hermanus 7 
George 3  Franschhoek 8 
Bellville 4  Central Karoo 9 
Mossel Bay 5  Other 10 
 
1.2  Indicate the number of employees in your organization. 
NUMBER OF EMPLOYEES MARK WITH X 
1-20 01 
21-40 02 
41-60 03 
61-80 04 
81-100 05 
101-150 06 
151-200 07 
200+ 08 
 
1.3.  In which sector of the economy does your organization operate? 
ECONOMIC SECTOR MARK WITH X 
Manufacturing 01 
Wholesale 02 
Retail 03 
Service provider 04 
Utility provider 05 
Other 06 
 
 
SECTION A - GENERAL INFORMATION 
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1.4.  Please indicate your race? 
RACE MARK WITH X 
Black 01 
Coloured 02 
Indian 03 
Other 04 
 
1.5. Which business unit within your organization do you belong to? 
BUSINESS UNIT MARK WITH X 
Finance  01 
Commercial 02 
Services 03 
Manufacturing 04 
Projects 05 
Human Resources 06 
Other 07 
 
1.6. Which option best describes your responsibility within your 
department? 
FUNCTION MARK WITH X 
Partner / Owner 01 
Director 02 
Financial manager 03 
Senior buyer 04 
Buyer analyst 05 
Financial analyst 06 
Financial clerk 07 
Buyer 08 
Other 09 
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1.7. What is your gender? 
 Male 01 
 Female 02 
 
 1.8. For how many years have you been an entrepreneur? 
Less than 1 year  01 
1-5 years  02 
6-10 years  03 
  
1.9 How many years have you been running your own business?  
Less than 1 year  01 
1-5 years   02 
6-10 years  03 
 
1.10 To which age group do you belong?  
 20-30 years  01 
31-40 years   02 
41-50 years   03 
Above 50 years   04 
 
1.11. What is your level of education? 
National Diploma   01 
Degree  02 
Honors Degree 03 
Master’s  degree  04 
 Other – Specify 05 
 
1.12. Did your training include entrepreneurship? 
 Yes  01 
No  02 
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THIS SECTION SEEKS YOUR UNDERSTANDING OF ENTREPRENEURSHIP 
AND ENTREPRENEURIAL SKILLS NEEDED BY EMERGING ENTREPRENUERS. 
2.1. Please define what is an entrepreneur? 
 
 
 
2.2. Do you think emerging black entrepreneurs in the Western Cape lack 
success entrepreneurial skills? 
Yes [  ] 
No [  ] 
2.3. Give reasons to support your answer on 2.2 above. 
 
 
 
 
2.4. Name 5 entrepreneurial skills you think emerging black entrepreneurs 
in the Western Cape need.  
1.                                                                                                                                 
2.     
3.       
4.      
5.       
 
2.5. Give reasons to support your answer on 2.4 above 
 
 
 
2.6. Check the column that best describes your skill level (mark with X). 
 
SECTION B - ENTREPRENUERIAL SKILSS 
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Skill Not  
Developed 
Beginner Quite 
 Capable 
Very  
Capable 
Financial management 
(I know how to manage cash flow 
and how to read a bottom line) 
    
Marketing (selling) 
(I know how to sell and can describe 
what selling involves) 
    
Communication (writing) 
(I produce accurate, clear, error-free 
writing) 
    
Communication (oral) 
(I speak and present clearly and 
effectively) 
    
Self-motivation 
(I set priorities and organize to 
achieve them) 
    
Time management  
(I get more value out of my time) 
    
 
 
 
 
THIS SECTION SEEKS TO ASCERTAIN CHARACTERISTICS OF   
ENTREPRENUERS 
3.1 . What characteristics do you think an entrepreneur should have? 
 
 
 
 
3.2. Rate the following characteristics of an entrepreneur according to 
the ways you view them (in order of importance to you from 1-13) 
Are decisive decision makers   
SECTION C – Characteristics of Entrepreneurs 
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Enjoy taking charge.  
Want to be master of their financial destiny  
Are organized, independent and self-confident  
Are hard workers.  
Creative and Innovative  
Vision  
Come from a small business background.  
Can take criticism and rejection.  
Have specialized business ability from experience or 
education 
 
Are determined and persistent.  
Can see how all the parts fit together.  
Calculated risk taking  
 
 
 
 
THIS SECTION SEEKS TO IDENTIFY CHALLENGES FACING EMERGING 
ENTREPRENEURS IN THE WESTERN CAPE? 
4.1. What are the challenges facing emerging entrepreneurs in the 
Western Cape?  
 
 
 
 
 
 
THANK YOU VERY MUCH FOR YOUR COOPERATION AND ASSISTANCE IN 
THIS RESEARCH. 
 
 
 
SECTION D – Challenges facing emerging entrepreneurs 
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